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New Super-P.A.s Reach Top Management Status 


Aluminum Price Rise May Cue 
Increases in Other iekebie 


Pittsburgh—The aluminum industry’s decision to fight higher 
labor costs and declining profits with price boosts may encourage 
steel and other major industries to do likewise in the months ahead. 


Purchasing and other industry 


executives pondered that possi- 


bility last week after the Aluminum Co. of America kicked off a 
round of selective price boosts on alloyed ingot and a broad range 
of mill products. The boosts averaged Ya¢ to %¢ but ranged as 


high as 2¢/lb. on some products. | 
Alcoa and other producers who 
joined in the price move acted in 
the face of current over-capacity, | 
mill-high mill inventories, stiff 
domestic and foreign competi- | 
tion, and the current rash of | 
price cutting in some segments of | 
the industry. They blamed the | 
114%2¢/-hour wage increases 
that became effective Aug. 1. 
Many industrial spokesmen 
queried by PURCHASING WEEK 
said they believed the price lead- 
ership displayed by aluminum 
assured similar price moves in at 
least two other industries—steel | 
sand rubber. | 
They pointed out that alumi- 
(Turn to page 31, column 1) 


Inventory Squeeze Holds | 
As Deadlines Near For 
Fall Buying Decisions | 


New York—New decisions on 
inventory buying are looming for 
many industrial purchasing men 
who have spent weeks whittling 
down stock levels and now must 


Election Outlook: 
A Bigger Federal 


Role in Business 


Washington—No matter which 


| candidate wins his bid for the 


White House next November, 
business can expect to feel a 
stronger hand from Washington 
in areas affecting industry in gen- 
eral and purchasing in particular. 

Basically, Democrat John Ken- 
nedy and Republican Richard 
Nixon stand close together on 
many issues. 

© Both want to exert more fed- 
eral leadership in encouraging or 


| stimulating economic growth. 


© Both want to increase defense 
spending. 

© Both promise more federal 
| intervention in the economy. 

® Both promise more and big- 
ger social welfare programs. 

But differences do exist be- 
tween the candidates—involving 
economic expansion, easy money, 


What He Bese: 


here He Ranks: 


Makes purchasing policy; 
builds the purchasing or- 
ganization; advises fellow 
top managers; consults 
with local management 
and P.A.'s; coordinates 
trade relations, training. 


Above him: the President, 
Executive Vice President. 
Alongside: V.P.'s for Engi- 
neering, Finance, Research, 
the Controller, the Corpo- 
rate Secretary. Below him: 
a small central staff. 


$25,000 on up, plus bonus 


and stock options. 


General management with 
line experience in sales or 
manufacturing. 


In growing, diversified | 


companies that have de- 
centralized management. 


Airlines Rev Up Whirlwind Drive 
To Sell Shippers on Air Freight 


Chicago—Major U.S. airlines have launched a massive sales 


Diversification Creates 
Demand for Staff-Level 


‘Purchasing Directors 


New York—Corporate divers- 
ification has created demand for a 
blue-ribbon breed of purchasing 
manager. He’s the top manage- 
ment level purchasing policy- 
maker, the right-hand staff man 
to corporate presidents. 

His job: to cut material costs 
through better administration of 
company-wide purchasing policy 
and coordinate activities of di- 
vision and local purchasing. 

A survey by PURCHASING 
WEEK shows that this new man- 
ager has entered the scene at five 
widely-diversified, multi-million 
dollar corporations in the past 
four months alone. He carries 
various titles—vice _president- 
purchasing, purchasing director, 
director of materials, chief of 
procurement, or other executive 
suite labels. For his profile see 
the box at the left. 

Other firms have been using a 
staff manager of decentralized 
purchasing for some time—for 
instance RCA (since 1947), 
Worthington Corp. (1956), and 
Rheem Corp, (1955). But now 
a swing to a staff policy maker 
appears to be underway at other 
decentralized, diversified com- 
panies. 

These firms, among the best- 
managed in the U.S., found that 
they could not afford to lose valu- 
able purchasing dollars through 
small-lot buying, inter-divisional 


drive aimed at converting P.A.’s and traffic executives to air freight. | squabbles, breakdowns of trade 


A ‘ , "| relations slo uchasin 
The all-out programs being set in motion come on top of a wave policy. "To Soak thin’ the nr 


of multi-million-dollar equipment purchases and modernizations, | pyrchasing executive came into 


assess the fall production-new| (Turn to page 32, column 4) 
order outlook. 


So for the moment at least, in- 


ventories appear to be in a state 
of flux as P.A.’s look for clues to 
guide their late third and early 
fourth quarter buying policy. 
That’s the general inventory 
picture as seen this week by vari- 
ous purchasing association busi- 
ness surveys and Commerce Dept. 
mid-year statistics on general in-| 
ventories, sales, and new orders. | 
@ The Cleveland PAA survey 
committee described the inven- 
tory situations “scrambled” and 
(Turn to page 31, column 1) ! 


Plywood Prices Plummet, 
Some Plants Shut Down 


Seattle—The lowest plywood 
prices since World War II are 
providing a wealth of bargains for 
buyers in the market. Lumber 
prices also are down and no firm- 
ing trend is in sight. 

Plywood is selling at $57 to 


$60 a thousand sq. ft. for %4-in. | 
| costs. 


thickness, sanded on one side. 


Sheathing prices also are on the 


(Turn to page 4, column 5) 


expected to usher in an age of low-cost air transport, com- 


petitive with surface carriers. 

Here’s how the various lines 
are going about selling P.A.’s on 
the concept that air freight will 
mean more profits: 

@ Air Freight Profit Analyzer: 
United Air Lines has come up 
with a formula for purchasing 
and traffic executives to use in 
figuring out their transportation 
The formula, based on 
Harvard University Prof. Howard 
T. Lewis’s “total cost” concept, 

(Turn to page 32, column 1) 


P/W PANORAMA 


@ The Cost of Running a Purchasing Department keeps get- 
ting higher, as every department head knows. The story on 


page 4 will give you a broad 
office help, as well as what to 


picture of the going rates for 
expect in the near future. 


@ if You Want to Set Aside a Contract on the basis of false 
representations, youve got to prove four points. The Law and 
You column on page 22 lists these four points—and other 
helpful hints on the legal aspects of purchasing. 


@ The Machinery Auction Season is still a few months off. But 


despite the summer doldrums, a few sales are being held this 
month and early in September. Page 28 lists these sales, 


along with the latest prices at 


other recent auctions. 


@ The Government Often Gets Blamed for the number of 


business failures. But a report 
most frequent cause, by far, is 


by Dun & Bradstreet says the 
poor management. See Man- 


agement Memos on page 10 for summary of the report. 


LONGEST CONVEYOR BELT ever 
shipped in one roll, this 2,360 
ft. Goodrich product will be used 
to carry coal in a steel plant. 


This Week’s 


(Turn to page 18, column 1) 


Purchasing 
Perspective “°°” 


TURNAROUND—August may turn out to be the low point 


for the year in inventory levels. 
buying upswing is brewing? 


But does that mean a firm 


At the moment key indicators are pointing in several directions 
simultaneously. But some business experts think they have spotted 
signs of a jumbled buying pattern and regard the development as 


significant. 


Market analysts, particularly those in the steel industry, point 
out that inventory-cutting and revitalized buying occur simul- 
taneously at the bottom of an inventory cycle. Some believe that’s 


tale. 


what is happening now and say the next few weeks could tell the 


PRESSURE POINTS—Most forecasters are predicating their 
outlook on a strong resurgence of auto and steel production, 
Steel got off to a shaky start in the month that the industry ex- 
pected to see a new splurge of orders, but hope still runs strong. 
that heftier buying, with Detroit leading the way, is only a few 


weeks or less distant. 


@ Aluminum producers, who have just raised prices on a 
selected but broad range of products, still count on fall buying 
(Turn to page 31, column 4) 


This index, based on 17 basic materials, was especially 
designed by the McGraw-Hill Department of Economics. 


Purchasing Week Industrial Materials Price Barometer 


| 


Latest Week Year 
Week Ago Ago 


93. 2 92.6 _ 


| 
| 
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Resin, Steel Scrap. Burlap 


| 


Increases Push Index Up | 


(Based on!7 Basic Materials) 
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This Week's 


” y . + 
This Weeks Commodity Prices Price P H 
Aug. 3 July 27 Year % Yrly rice erspec ive 
METALS Ago Change 
Pig iron, Bessemer, Pitts., gross ton..........++.+++: 67.00 67.00 67.00 0 AUG. 8-14 
Pig iron, basic, valley, gross tom.........++++++e++++ 66.00 66.00 66.00 0 
me yer yd Bee eats tet teoneensrees. = aS BS ° A GROUND SWELL APPEARS TO BE MOUNTING in the direction 
Steel, structural shapes, Los Angeles, cwt............ 6.20 6.20 6.20 0 of firmer and rising industrial tags. 7 
Steel, bars, del., Phila., CWt..........+eeeeeeeeeees 5.975 5.975 5.975 0 It’s building up under the surface of current price softness. It will pay 
— eas tile’ ok coseerescececccsescocess ny rey — : P.A.’s to examine their inventory needs now to avoid being caught short by 
Steel scrap, #1 heavy, del. Pitts., gross ton........... 30.50 30.00 38.00 —2E:9 a widespread upward price movement that may be of short duration. 
Steel scrap, #1 heavy, del. Cleve., gross ton.......... 31.50 31.00 3800  —17.1 The reasons behind the move toward higher price ground are: 5 
ae... 2 sat +e © Mounting cost pressures: Wage hikes, expensive below-capacity opera- 
Secondary aluminum, #380 Ib.................0+05 24 24 = 24 2 tions, upward-bound scrap and other raw material prices, all have increased . 
Sela Tt ade soe | nee —_ aa = big x production costs, while product prices have been drifting downward for 
oppe 9 ? A ee ee . . - “2 . months. - 
Lead, common, N.Y., SES SEEN pera aro wr . 12 12 0 , : : 
Nickel, electrolytic, producers, Ib..........++++++++: 14 74 74 0 © Purchasing hesitancy: For some time inventory levels have been declin- ' 
Rod — Wee, Henk anu scssreeess = a ar 5% +33 ing. With second quarter manufacturing profits running some 14% below 
FUELSt a the like 1959 period, many producers don’t see the point of further price ‘ 
Fuel oil #6 or Bunker C, Gulf, bb! “s 2.30 2.30 2.00 +15.0 competition in the face of lagging buyer interest. Undoubtedly some of the 
Fuel oil #6 or Bunker Cc. NY. barge, bbl Seep cae 2.62 2.62 2.37 +10.5 rumblings for higher tags are aimed at getting the P.A. into the market. 
eavy ‘ , Los Angeles, rack, bbl.......... 2.15 (5 VE 
Lp-Gas, Propane, Okla., tank cars, gal............. 035 .035 04 —12.4 * ry *e 
j i tank 2 : , Sa | 
Genstine’ eS - Mo fas ane ae cans et yr > + ry THE ATMOSPHERE for widespread price firming is being created by: | 
Heating oi #2 Chines ena ~ = = eg ® Price action: Most prominent was Alcoa’s announcement last week of | 
CHEMIC . ee : some increased aluminum prices in the face of disappointing business, wide- 
gpl suteeidiain a 90.50 90.50 86.50 + 46 spread price discounting in the industry, and excess capacity. Other alumi- 
Benzene, petroleum, tanks, Houston, gal............. "34 34 31 4 9.7 num companies are following suit, even while making such contradictory | 
ae nee eS ee, “eo nee. - peoncsess bar ; <*. — a moves as Kaiser’s taking another potline out of production. 
oconut Oil, inedibdie, cru , tanks, > Oe | Pree . 7 . — 10. 
Glycerine, synthetic, tanks, Ib.............+-e0ee00s .293 .293 278 + 53 ® Psychological priming: Business news has been emphasizing the idea 
Linseed oil, raw, in drums, carlots, Ib............... .163 163 16 +19 that an expected pickup will generate price increases. The recent upturn 
Phthalic, anhydride, \ yi PES As a = the 7“ hig 4 in steel orders was greeted with speculation on steel price hikes necessi- 
Rosin, W.G. Yrade, carlots, fob N.Y. cwt............ 16.10 15.10 9.85 463.5 tated by the scheduled Dec. 1 pay increase; rubber executives warn that they 
eS i ev sevececces 31 31 30 + 33 can’t absorb increased labor and material costs; metalworking companies, 
Soda ash, 58%, light, carlots, cwt..............60: 1.55 1.55 1.55 0 paperboard manufacturers, and others look for improved Fall sales to bring y 
et, ee Se long ton....... Sia seireenss>+s poy 4 ae. ets 2 price increases and relief from cost pressures. 
Tallow, inedible, fancy, tank cars, N.Y. Ib........... "06 a cr ae . 
Titanium dioxide, anatase, reg. carlots, Ib............ .255 Be aS .255 0 ' ' 
PAPER ALL THIS PRESSURE TOWARD HIGHER TAGS should be success- 
~— paper, A grade, Eng. finish, Untrimmed, carlots, ti a +o ful to some extent when demand picks up—probably in early fall. b| 
Bond nd paper, #1 sulfite, water marked 20 tb, car. lots, : ‘ Until then, higher prices—even announced ones—will undoubtedly be : 
ee CMEC Naso oss6bserbberenve 25.20 25.20 0 shaded in the market place. f 
Chipboard — «. ¥- cartots, ts a as ee 100.00 ne + or But with purchaser inventories pared to the bone in many key product ' 
Gummed 5 nat Ib basis, 600 ft. bundle. . : 6.30 0 areas, any upsurge in demand will probably set off price increases over a 
Old corrugated boxes, dealers, Chicago, ton.......... 18.00 21.00 —14.3 wide front. 
BUILDING MATERIALS{ e ® e 
Cement, Portland, bulk carlots, fob eo Orleans, bbl. . 3.65 3.65 3.65 0 Gs ‘ 
Cement, Portland, bulk carlots, fob N ee 4.18 4.18 4.18 0 The SIGNS INDICATE that, when and if this upward price movement 
Southern pine, 2x4, s4s, trucklots, fob N Y., mftbm. . 120.00 122.00 129.00 7.0 it should be a limited , . 
e 3 . : . — 7. comes, it s i li > 
Douglas fir, 2x4, s4s, — ha Chicago, mitbm. . — 135.00 145.00 — 6.9 : sate a limited, short-lived movement 
*Spruce, 2x4, s4s, carlots, fob Toronto, mftbm...... 84. 88.00 95.00 —11.6 @ Low current backlogs: Unfilled order backlogs in manufacturing have 
1 om ° e 
ee eS ear ese. GN 8 at declined to December 1958 levels. That gives demand plenty of room to 
He ong | oa ao", NY. yd 7 si .: -<ean improve before industry can sustain a long-lasting price rise. 
Cotton’ middling, RG ss aha catink Pidoks’ th 331 336 335 = 43 © Excess capacity: There is little prospect that demand will increase enough 
Printloth, 397 edo, NY ot, cea iebeep hs 338 36 +35 to press capacity—and as.long as abundant supply is being turned out, 
i aie ietdlevescccece 1.41 1.42 1.705 —17.3 competition will hold prices down. Furthermore, any reduction in excess 
HIDES AND RUBBER capacity through improved demand means an easing of cost pressure. 
Rebbee ei peg wy rg Maa 9 gt ORR - = =. rae @Imports: Foreign production—especially with overseas prices holding 
i Meieceik Wensaiiees Maths ¢ Shien: ‘Seebeeies Aten tidied , ’ stable—would be attracted to the U.S. market and thus limit any domestic 
* Spruce, Toronto, replaces fir, Toronto, starting this week. price surge. , 
Seeemanere, Suee be reeaces Pete ctss BAtlas Castes, Byres Beluecnl_Covsiaizn,, ond averting 28ers: | 
eG es 2 e or N. Y. rinte . Cc -c ai a N. ¥. ubscrip- 
Vol. x. No. 32 tion $6 a year in U. 8S. A. Single copies: ‘AS ets bealsincel ba aleasl sok bt cee WEEK, 330 W. 42nd St., N. Y¥. 36, N. ¥. August 8, 1960 


0 RENT pene: emotes 


** the meeting with Gates. 


Pentagon Mulls New Buying Tactics for Missile Base Program 


Washington—The military is 
flirting with the idea of putting 
military missile base construction 
on the so-called weapons system 
pattern used by the Air Force in 
developing advanced ballistic 
weapons. 

A major factor in such a 
switchover would be a try at 
awarding contracts for missile 
base projects on a negotiated, 
rather than an advertised, bid 
basis. 

Maj. Gen. Walter K. Wilson, 
Jr., deputy chief of construction 
of the U. S. Army Corps of Engi- 
neers, says the change might 
speed up work, which has been 
lagging. Defense Secy. Gates 
estimates it may take a year or 
longer to get the Atlas ICBM 
program back on schedule. 

Gates and his military advisers 
met in Washington July 29 with 
major missile contractors, includ- 
ing manufacturers and construc- 
tion engineers, to discuss the con- 
struction lag. 


Pressure From Air Force 


The pressure to put contract- 
ing on a negotiated level with 
known performers is coming pri- 
marily from the Air Force. No 
doubt such a switch would bring 
the construction program, under 
Army Engineer control, more in 
line with Air Force methods. But 
the idea is bound to irritate many 
congressmen, who have com- 
plained steadily over the last sev- 
eral months that too much of the 
military’s business is done by 
negotiated bidders. Proponents of 
small business, in particular, de- 
mand that more government con- 
tracts be put to bid. 

Some 30 construction con- 
tractors and architectural engi- 
neer firms were represented at 
Also 
there were presidents or vice- 
presidents of 19 major. missile 
systems and component makers. 
~ General Curtis E. Le May, 
vice chief of the staff of the Air 
Force, said: “We want to select 
our contractors for construction 
on a selective basis, as we do in 
weapons system manufacturing. 
We must be interested in the total 
structure of the company, its 
total resources, the amount of 
resources it plans to earmark for 
individual projects.” 


Back Negotiated Contracts 


He said that negotiated pro- 
curement with construction con- 
tractors would be a _ more 
effective method than the cur- 
rently-used advertised bidding 
procedure. 

Gates asked the contractors at 
the conference to submit in writ- 
ing to him their answers to a 
whole range of questions that 
have arisen during missile base 
construction; the adequacy of 
contract provisions, pre-qualifi- 
cation tests, labor problems, and 
how to handle changes in con- 
struction forced by design 
changes in the missile. 

The industry representatives 
told Gates he should hold the 
same sort of meeting with lead- 
ers of labor unions participating 
in the program. AFL-CIO Presi- 
dent George Meany was invited 
to the meeting, but did not 
attend. 

So far, the Pentagon has taken 
three key steps to expedite the 
missile base program: 

@The Air Materiel Command 
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has been assigned over-all man- 
agement responsibility for ICBM 
site activation in a move to clar- 
ify supervision of the program. 

@ The Army Engineers, which 
handles construction contracting 
for the Air Force on the program, 
has expanded its Los Angeles 
field office into a “ballistic mis- 
sile construction office” to expe- 
dite construction work. 

@ The Army Engineers has set 
a new rule requiring a prime con- 
tractor on an ICBM job to do a 
minimum of 15% of the con- 


struction work himself. It also 
plans to “tighten up” examina- 
tion of bids before awarding 
prime construction contracts and 
to make a “closer review of the 
capabilities” of a prime’s sub- 
contractors. 

In addition, the Pentagon is 
reviewing its policy of delegating 
to the missile weapon system 
prime contractors the responsibil- 
ity for setting up and checking 
out the missile’s ground support 
equipment. 

Along the the 


same _ track, 


Labor Dept. is drafting a regula- 
tion describing the types of work 
to be done by the building trades 
union members working for the 
construction contractors and the 
industrial union men who work 
for the missile manufacturing 
contractors. 

Jurisdictional disputes between 
the two groups have been an im- 
portant factor in the base delays. 
Other causes cited by Pentagon 
Officials: (1) a flow or change 
orders in construction specifica- 
tions resulting from missile test 


launchings conducted concur- 
rently with the building of the 
bases, and (2) a lack of clarity 
in assignment of functions to the 
four separate military commands 
involved in the program which 
has snagged settlement of dis- 
puted issues. 

As things stand now, about 
40% of the money spent on a 
missile base goes to construction 
contractors. A base like Forbes 
Air Force Base, near Topeka, 
Kansas, runs around $62-million 
—including 10 missiles. 


PAINT 


Handy & Harman 


SHEET 


Has every form of silver for your electronics applications 


Silver, in many forms and alloys, is a necessity in the elec- 
tronics and electrical industries. To meet this need on a 
high quality level, Handy & Harman manufactures powder, 
flake, paint, paste, sheet, strip, wire, etc., for printed circuits, 
wiring, resistors, condensers, thermistors, contacts, printed 
terminal strips on glass, ceramics, plastic laminates, etc. 


Another “At Your Service” Division of the Handy & Harman 
Silver Supermarket is our Research and Engineering 
Department. Always ready to help you with any problem 
or project you may have involving silver for any application. 


VISIT OUR BOOK DEPARTMENT 

We have five Technical Bulletins giving engineering data 
on the properties and forms of Handy & Harman Silver 
Alloys. We would like you to have any or all of those that 
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particularly interest you. Your request, by number, will re- 


ceive prompt attention. 


Fine Silver 


eevee jckts nkkbaseaeeoauonss cee 


Silver-Copper Alloys .......++s+00+0+++.--Bulletin A-2 
Silver-Magnesium-Nickel ......++.+.+-+..- Bulletin A-3 
Silver Conductive Coatings .......+++.+.+-.- Bulletin A-4 


Silver Powder and Flake 


. Bulletin A-5 


Your No.1 Source of Supply and Authority 
on Precious Metal Alloys 


HANDY & HARMAN 


General Offices: 82 Fulton St., 


New York 38, N.Y. 


This Week’s 


Washington 
Perspective 


The short session of Congress will achieve little. The Senate 
will be almost overwhelmed with Presidential campaigners, and 


early indications are most of the pending issues will be put over 
to the electioneering. 


Congress will act upon only a few so-called must bills. 
Political observers are convinced, though, that major policy 
covering agriculture, taxes, prices, credit, and national defense, 
will be talked about, but action put off until a new Administra- 
tion comes in. 


Pres. Eisenhower still holds power, when he chooses to exert it. 
He is of a mood to block any new spending legislation, or any 
novel ideas covering civil rights, money policy, labor reform, 
missiles and welfare. He may even be hard to convince that he 
should sign a higher minimum wage bill or a school construc- 
tion bill. Both are on the must list of the Democrats and Re- 
publicans, though in differing forms. 


Appropriations will be cleaned up. The biggest are foreign 
aid and for federal dams and other public works. The leaders 
hope to get out of town by Labor Day. 

7 e 


There’s a new challenge to import quotas on lead and zinc— 
and the authority of the President to modify Tariff Commission 
recommendations for higher import restrictions—in a recent 
decision from the customs court. 

The Tariff Commission recommended higher tariffs on 
bicycles on the grounds that imports injured domestic manu- 
facturers. Eisenhower, on one category, raised tariff rates only 
half as much as the Tariff Commission recommended. 

Now the highest customs court has ruled that the President 
has to accept Tariff Commission recommendations as written, 
or reject them outright; the court says he had no right to modify 
a recommendation. 

A number of Presidential rulings would be affected if the 
customs court ruling is applied across the board. Lead and 
zinc quotas in effect are less than the commission recommended. 

Officials aren’t sure they want to appeal the customs court 
decision on the bicycle case. If they let it stand, only bicycles 
are affected; other White House rulings—as in lead and zinc— 
wouldn’t then be in jeopardy. 

« * ” 


A new series of annual productivity indexes has been pub- 
lished by the Bureau of Labor Statistics but broad conclusions 
from the BLS tables are difficult. 

The figures cover 22 industries—including basic steel—but 
exclude important auto makers, electronics, and most growth 
industries. Although BLS cautions against using the tables to 
generalize about the economy as a whole, there’s good evidence 
that numbers of white collar workers continue to increase in 
relation to blue collar jobs. 

Productivity likely will become even more important around 
bargaining tables as information gathering techniques are im- 
proved. Labor chiefs claim rising productivity displaces workers 
Sand creates unemployment—especially among unskilled and 
semi-skilled workers. Chances are good BLS productivity in- 
dexes will pop up in coming wage talks as an arguing point for 
shorter work week union demands. 

The BLS index shows steel made healthy productivity gains 
last year despite the strike. Economists think recession- 


AUG. 8-14 


prompted fat-trimming plus forced draft production going into 
the strike made for efficient operations and cancelled out what- 
ever inefficiencies resulted from the long work stoppage. 


Steel ingot, thous tons 1,570 1,520* 318 
Autos, units 107,330 112,179* 122,518 
Trucks, units 22,095 20,680* 20,096 
Crude runs, thous bbl, daily aver 8,290 8,204 7,997 
Distillate fuel oil, thous bbl 12,834 12,381 12,046 
Residual fuel oil, thous bbl 5,598 5,700 6,573 
Gasoline, thous bbl 29,014 29,116 28,948 
Petroleum refineries operating rate, % 84.7 83.8 82.4 
Container board, tons 170,336 163,992 174,489 
Boxboard, tons 33,828 89,801 102,684 
Paper operating rate, % 90.0 84.2* 94.9 
Lumber, thous of board ft 228,043 184,497 237,894 
Bituminous coal, daily aver thous tons 1,324 1,224* 1,224 
Electric power, million kilowatt hours 14,746 14,425 13,775 
Eng const awards, mil $ Eng News-Rec 561.7 365.5 411.7 
*Revised 
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Surveys Show Office Costs Continue to Edge Up 


New York—tThe office costs 
of running a purchasing depart- 
ment continue to edge up. 

That’s the conclusion of two 
independent surveys—one by the 
government and the other by the 
National Office Management As- 
sociation (NOMA). 


@ The NOMA survey, covering 
9,100 companies in 136 cities, 
finds that the average weekly sal- 
ary for clerical employees in the 
United States is now $73. That’s 
an increase of $3 over year-ago 
levels. 


@ The government, which con- 
ducts periodical surveys of office 
help costs in various cities, finds 
a 3% to 5% boost over early 
1959 levels. The accompanying 
chart shows the going rates for 
key occupations. 


The NOMA survey indicates 
that the rate of salary increase 
seems to be slowing down. 

Last year’s rise, from $70 to 
$73 a week, amounted to only 
4%—well below the average 
postwar increase. In 1958, for 
example, there was a gain almost 
double the 4% noted in this 
latest survey. Over the past 13 
years, Office salaries went up 
100% —or at an average yearly 
rate of about 542%. 


Not All Regions Equal 


Not all regions show the same 
pattern. This comes out in both 
the government and NOMA 
studies. 

Uncle Sam’s survey, for exam- 
ple, shows that in early 1960, 
salaries for office girls varied 
from under $50 per week (in 
Miami, Jacksonville, Birming- 
ham, Kansas City, New Orleans, 
and Providence) to over $70 (De- 
troit and Allentown, Pa.) 

The variation in stenographers’ 
pay is even bigger. Salaries range 
from $57 in some areas of the 
South to over $90 (again in De- 
troit). 

The NOMA study shows that 
generally speaking, bigger in- 
creases are being racked up in 
the East Central Region of the 
United States. Some 20 out of 
the 23 surveyed job titles in this 
region showed a more than the 
average national 4% wage 
growth pattern. 

Some additional office cost 
pressure will be coming from 
shorter work week, more paid 
— and other fringe bene- 

ts. 

Most office employes work a 
40-hour week, but about 13% 
are on a 37%-hour week, and 
6% work only 35 hours. Only 
3% are reported working more 
than 40 hours. 

Figures for Canada, which are 
included in the NOMA survey, 
show a much bigger portion 
working a shorter week. About 
77% of reporting companies 
north of the border reported 
their clerical help work less than 
40 hours. 

Paid holiday policy is also be- 
ing liberalized. One out of every 
three companies now give eight 
or more paid holidays a year. 
They represent about 2% more 
companies than were doing so 
the year before. 

Unionization is also inching 
ahead. At the time of the NOMA 
study, 7.8% of all office help 
was unionized. The increases 
were reported for these areas: 


East Coast, East Central U.S., 
and West Central U.S. 


Purchasing Week 


Typical 


File clerk 
(class A) 


Office 
girl 
Secretary 


Stenographer 


Typist 
(class A) 


Office Salaries 


(U.S. Average for Women) 


20 30 40 
Dollars per week 


50. 60. 70 80 90 100 


Military Steps Up 


Washington—The volume of 
new military contract awards is 
running heavier this summer 
than is usual for the season, 
Pentagon officials told PW. 

Rough Pentagon estimates 
show about $6-billion worth of 
new orders for the July—Septem- 
ber quarter. This is some $200- 
million over the rate of defense 
contract-letting in the compara- 
ble period last year. The figures 
cover all types of contracting— 
for procurement of materiel, re- 
search and development, con- 
struction, and operations and 
maintenance activities. 


Varied Projects 


The stepped-up rate of new 
defense business shows up in 
varied types of projects. Exam- 
ples: 

®@ Douglas Aircraft Co. has re- 
ceived a contract to design and 
develop the Navy’s Missileer 
plane. 

@ Northrop Corp. has landed 
a $28-million contract to pro- 
duce Polaris missile components. 

@General Dynamic Corp.’s 
Electric Boat Div. and Newport 
News Shipbuilding and Dry 
Dock Co. have been awarded 
contracts to build nuclear sub- 
marines. 

@ Aerojet-General Corp. and 
Grand Central Rocket Co. have 
gotten Air Force research con- 
tracts for solid-propellent rocket 
engines. 

®@ Avco Corp.’s Lycoming Div. 
has received $20.2-million worth 
of new orders for gas turbine 
engines. 

Reason for the current high- 
level of contracting: The military 
services have gotten a head start 
in awarding new orders because 
of a speed-up in the Pentagon’s 
so-called “apportionment” proc- 
ess. This is a joint Defense Dept.- 
Budget Bureau review of each 
service’s major spending pro- 
grams made prior to the alloca- 
tion of funds just appropriated. 

The speed-up comes from the 
fact that Congress voted a defense 
appropriation bill at least a 
month earlier than usual. Then, 
too, the mechanics of the Penta- 
gon’s apportionment process 
have been simplified this year. 
Political motives are obviously 
involved. Pentagon insiders say 
this is what happened prior to 
the 1956 Presidential election, 
and this is what they were antici- 
pating this year. 

Virtually all the Congressional 
appropriations for the new year 


3rd Quarter Orders Hit $6-Billion 


Contract Awards: 


have been apportioned out to the 
services. Some of the key deci- 
sions on whether to spend the 
extra defense funds voted by 
Congress have still to be made. 
Congress did some major rejig- 
gling of the budget figures and 
came up with a total net in- 
crease Of $484-million, ear- 
marked mainly for the Polaris 
program, B-70 bomber develop- 
ment, Army modernization, and 
satellites. 

The current step-up in con- 
tracting does not affect the Eisen- 
hower Administration’s spending 
plans for the year as a whole. 
The Pentagon’s policy still sticks 
to the goal of holding this year’s 
military outlays to the same $41- 
billion level as last year. 


Plywood Prices Sink To 
Lowest Point in 15 Years 


(Continued from page 1) 
weak side, with %-in. bringing a 
top of $90 in straight cars. 

The latest price break is almost 
certain to bring either cutbacks 
or shutdowns in the industry, but 
inventories are reported at such 
high levels that production cur- 
tailments will have little effect for 
many weeks. 

Evans Products Co., Plymouth, 
Mich. said last week it planned to 
close its Northwest fir plywood 
making plants temporarily rather 
than bow to the new $60 price. 

The closing was expected to 
affect Evans’ two plywood plants 
and two veneer mills in Oregon. 

Other major companies said it 
was still too early to act on cur- 
tailing production. They said they 
planned to wait at least another 
week before reaching a decision. 

Mills generally have dropped 
prices as a result of a rising pro- 
duction rate in the industry and 
poor demand from home build- 
ers. Home building starts in June 
rate at 15% below a year ago. 

While some strengthening is 
expected in plywood prices after 
Labor Day, informed sources in 
the lumber industry doubt that 
any firming in lumber prices can 
be expected before the first of the 
year. A $60 price traditionally 
has been cited as the floor for 
lumber prices, but some grades 
have been selling at less than this 
in recent weeks. 

Buying is reported spotty 
throughout the country, and no 
real strengthening in demand is 
expected until about Nov. 1 at 
the earliest. 
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Synthetic Rubber 


New York—The blooming 
synthetic rubber industry, once 
the step-child of the natural rub- 
ber producers, is seeking its own 
identity through an international 
association. 

The New York-based group 
will be called the International 
Institute of Synthetic Rubber Pro- 
ducers. Moving spirit behind it 
is Bancroft Henderson, retired 
executive of the American Syn- 
thetic Rubber Corp. 

The purpose of the new organi- 
zation is to provide a meeting 
ground for world producers of 
synthetic rubber, Henderson said. 
He said that despite a number of 
American rubber industry asso- 
ciations, there is no current asso- 
ciation opened to all producers 
and designed to handle specific 
problems of the man-made rub- 
ber industry. 

“There is need for such an or- 
ganization,” he said, “because of 
the industry’s growing pains. The 
man-made rubber business is now 
approaching the $1-billion sales 
mark.” 

Henderson expects all of the 
U.S. synthetic rubber producers 
to join the Institute, which will 


New York Abandons Rule 
Requiring State Workers 
To Buy Only Amoco Gas 


Albany—New York State’s Di- 
vision of Standards and Pur- 
chase has abandoned a rule 
requiring state workers to buy 
gasoline for their official cars 
from Amoco gas stations only. 

The rule was abolished fol- 
lowing a refusal by Amoco to 
continue giving the state a 14%2¢/ 
gal. discount for official cars. 

The state had won the dis- 
count by offering Amoco its en- 
tire gasoline purchase business, 
amounting to approximately $1- 
million a year. Other major oil 
companies had refused a similar 
arrangement. 

R. W. Reilly, Amoco regional 
manager for New York, ex- 
plained that his company’s de- 
cision not to renew the discount 
was based on “our experience 
over the past year,” which 
showed “that a continuation of 
the agreement is not economi- 
cally justified.” 


Union Oil Plans Steps To 


Increase Diversification 


Los Angeles—Union Oil Co. 
of California will increase its in- 
vestments in petroleum and allied 
industries, in a move aimed at 
greater diversification. 

“Because of changing condi- 
tions and the world-wide surplus 
of crude oil,” said company 
chairman and president Reese H. 
Taylor, “Union will shift much of 
its capital investment from ex- 
ploration and development drill- 
ing to other phases of the 
petroleum business.” 

While the Union president re- 
fused to go into details of the new 
company program, he indicatec 
that the move would includ 
“chemical and other energy in 
dustries related to Union oil sub 
sidiaries, such as Collier Carbo 
and Chemical Co. and its rapid 
growing global marine explor 


Industry Sets Up 


Association to Solve Joint Problems 


hold its organizational meeting 
next month. 

Plans call for setting up a 
European office in a location to 
be selected at the meeting. 
Henderson said the Institute of 
Synthetic Rubber Producers will 
be open to any producer of syn- 
thetic rubber and will deal with 


FORK LIFT GIANT: Huge truck de- 
signed by Clark Equipment Co. can 
lift up to 35 tons. Aimed at heavy 
general purpose work, especially in 
steel yards, at ~-construction sites, 
lumber mills, and similar operations, 
mammoth vehicle is 12 feet high 
over the cab, 29 feet long without 
forks, and 11 feet wide, costs $85,- 
000. Truck has two sets of controls; 
if forward view is blocked, operator 
merely swivels bucket seat and 
switches to reverse controls for easy- 


such matters as packaging and 
standards but “not prices.” The 
organization will conform to anti- 
trust legislation of member coun- 
tries, he said. 


vision operation in opposite direc- 
tion. Speed is 12 mph either way. 


You can ship freight on all United Air Lines flights—and 
United flights are timed through the day to suit every 
shipping need. You have a choice of shipping on fast, 
all-freight Cargoliners and all passenger flights, including 
600-mph jets, which provide you same day or overnight 
delivery to major U.S. cities. Every shipment is handled 
with extra care. On United, you also can select Reserved 
Air Freight, where space is reserved for your freight. 


AIR LINES 


SHIP UNITED AIR LINES FOR RESERVED AIR FREIGHT 
ON 600-MPH JETS AS WELL AS ON FAST CARGOLINERS 


Specify United Reserved Air Freighi—there’s no charge 
for this premium service. 


Through extensive interline agreements, air and surface, 
United gives you one-airbill service to any point in the 
U.S.A. or overseas with one-carrier responsibility. Call 
any United Air Lines office. 


900 SCHEDULES A DAY EAST AND WEST 


tion company.” : 
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New Knock-Down Container 
Speeds Handling, Saves Costs 


Seattle—A new shipping con- 
tainer has brought savings of 
$106,000 in the cost of handling 
power units on Boeing Airplane 
Co.’s assembly line. 

The container eliminates seven 
separate handling operations from 
vendor to on-line use, resulting 
in an 88% cost reduction, ac- 
cording to Robert S. Leonard, 
packaging analyst for the Aero- 
Space Div. 

With the new container, aux- 
iliary power units are removed 
only once, at the time of installa- 
tion for actual use. Previously, 
units were shipped from the 
vendor in bulky, nailed contain- 
ers, mounted in an upside down 
position. At Boeing they had to 
be removed from the container 
for inspection. 

Then they were remounted on 
special in-plant handling racks 
and placed in plant handling con- 
tainers. For functional testing, 
the units were unpacked from the 
plant handling boxes and 
mounted on test stands. After 
the tests, they were repacked. 

Under the new handling 
method, a unit arrives at Boeing 
in a container designed to elimi- 
nate all unpacking, remounting, 


Buffalo Railroads 
Cut Coal Rates To 
Match Truckers 


Buffalo—Railroads hauling to 

the Buffalo area have cut coal- 
hauling rates by 35¢/ton for 
quantities under 1,000 ton/day 
and 60¢/ton for quantities over 
1,000 tons/day. 
The reductions, aimed at meet- 
ing growing competition from 
motor carriers, are expected to 
slash more than $1-million from 
local freight bills. 

A railroad executive estimates 
that the 35¢/ton cut will amount 
to a reduction of 11% to 12% in 
freight costs, while the 60¢/ton 
cut will amount to 17% to 18% 
transportation cost cut. 

Larger coal users in this area 
who qualify for the 60¢/ton re- 
duction include Niagara Mo- 
hawk’s Huntley (Power) Station 
and Hooker Chemical. 

The 35¢/ton cut applies to a 
wide range of industry and gov- 
ernment agencies. 

The major railroads that haul 
coal to the Buffalo area include 
the Baltimore & Ohio, Erie, New 
York Central, Nickel Plate, and 
the Pennsylvania. 


Teamsters Organize 30 
Canadian Independents 


Ontario—A_ local 
of the Teamsters Union has 
organized 30 independent owner- 
operator truckers into an associa- 
tion here, in the first such move 
in this area. 

Owner-operators are not usu- 
ally organized by the Teamsters 
because of the difficulty involved 
in = certification for them 

er the Ontario Labor Rela- 
tions Act. 

The board has not certified 
such groups in the past on 
grounds that owner- operators 
are not a properly defined bar- 
gaining unit. 
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and repacking except for final 
installation. 

Container sides are easily re- 
movable for quick inspection, 
while the container base serves 
as the mount for functional test- 
ing. After all inspection and test 
operations are completed, the 
container is used either for stor- 
age or for final movement to the 
assembly line. The disassembled 
container is then returned to the 
supplier for reuse. 


— 


KNOCK-DOWN CONTAINER ened to ship Boeing power units can be 
opened easily for inspection, saves packing, repacking time, money. 


Highway Trailer Expands 


New York—Highway Trailer 
Industries, Inc. has acquired 
Weber Trailer and Manufactur- 
ing Co., Los Angeles, in a move 
to expand the New York firm’s 
container manufacturing and 
sales facilities on the West Coast. 

Weber will be operated as a 
wholly owned subsidiary known 
as Highway- -Weber Trailer Co. It 
will continue to make its present 
line of special and standard 
truck-trailers. 

In addition, the Los Angeles 
firm will become the manufac- 
turing sales and service head- 
quarters for customers west of 
the Rocky Mountains. 


UNITIZED ie 


PACKAGIN 


Simplifies inventory 


control! 
Speeds 


stockroom 


allocations! 
Provides easy-to-read 


labels! 
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£ % Gqin or loss over previous geer 


+50 


Carloading Dip 
| Reflecting 
Leveling off 
in Output 


+40 


+30 


P/W 


FIRST WITH THE MOST: Everyone’s battling to cop a 
“first” these days in the hotly competitive air cargo business. 
Pan American World Airways, for example, managed to be 
first to introduce a new, speeded-up loading and unloading sys- 


tem a few months back. Flying Tiger Lines is pushing to be 
the first to introduce Canadair’s CL-44, a giant swingtail turbo- 
prop airfreighter. 

And now American Airlines has put in the claim that by the 


DC-7F’s in service, providing the line with the largest and most 
modern all-cargo fleet in the world. 

American’s DC-7F’s, capable of listing 33,500 Ib. of cargo, 
are now servicing shippers in Boston, Hartford, New York, Buf- 
falo, Detroit, Chicago, Dallas, San Antonio, Los Angeles, San 
Francisco, and Mexico City. 


TRANSPORTATION MEMOS 


The line also has added another transcontinental airfreighter 
flight, increasing its service for coast-to-coast shippers to five 
flights daily in each direction. 

, £ a 

EXCESS RAIL CAPACITY: The lull in steel production and 
the laxity in business conditions generally has eased the strain 
on the supply of rail freight cars that usually occurs about this 
time each year. 

The Association of American Railroads reports that despite 
increased requirements resulting from the harvesting period and 
the coming automobile model changeover, the supply of most 
cars has been generally adequate—with some roads reporting a 
surplus. 

Demand continues on the upswing, however, for heavy-capacity 
and special-type flat cars for piggybacking. The AAR says sup- 


Now when you order your Parker-Kalon fasteners from your Industrial Distributor they will come to 
you in these new sturdy, easy to handle, easily identified, usable on-the-job UNITIZED PACKAGES. 


IF YOU ARE A PRODUCTION-QUANTITY PURCHASER, your bulk order will 
come in the master shipping carton introduced by P-K a short time ago. Known as P-K’s 
BULK-KEG, this carton contains from 2,500 to 25,000 pieces, depending upon size 

and type of fastener. 


IF YOU AREA THOUSAND-AT-A-TIME PURCHASER, you can order the 
handy P-K GRAND-PAK carton containing 1,000 Pan Head Type A tapping screws in bulk. 
Or you can have ten Grand-Pak cartons all neatly packaged in a master shipping container. 


IF YOU ORDER P-K TAPPING SCREWS BY THE GROSS, you get your 

order in convenient gross packages. If you want ten gross at a time, you get ten 1-gross 

packages shipped to you ina larger unit P-K carton from which you can take single 
gross packages as needed. 


P-K Socket Screws, Weld Screws, Sems, Staps, Wing Nuts, Thumb Screws, 
Screwnails and Masonry Nails are also suitably packaged in these new con- 
tainers. It all adds up to easier ordering, easier stock control, easier use for you. 


LOOK AT THIS FOR SPEED AND CONVENIENCE 


FIVE NEW LABELS flash an instantly recognizable signal your way 

..now color-coded by type of metal. Type, size, number, head 

style, finish (plating), and quantity, is printed in clear, big, 

readable type on every label. There’s even an exact draw- 
ing of the product pictured on each label. 


In your receiving room, the new P-K 
master container TELLS you what 
and how much it contains. On your 

stockroom shelf, each carton or 
each package contained in each carton 
TELLS what and how many. On the assem- 
bly line each carton or each package taken from the 
master carton TELLS the user exactly what he jhas and 
how many. Convenience — accuracy — time-saving — all 
down the line! 


August 8, 1960 


THEY'RE THROWING BOUQUETS OUR WAY... 
At the recent nationwide container competition, we walked off 
(proudly) with one of the much-coveted 
Certificate of Excellence. 


** . .an outstanding example of 
progressive packaging,” says 
The Folding Paper Box 
Association of America! 


For Parker-Kalon fasteners and for detailed 
information on P-K’s new UNITIZED PACK- 
AGING . . . see your local P-K Distributor. 


PARKER- KALON fasteners 


PARKER-KALON, a division of General American Transportation Corporation, 
Clifton, New Jersey. Offices and warehouses in Chicago and Los Angeles. 


Purchasing Week 


ply is ample but there is no sur- 
plus of equipment. 


HIGHER TRUCK RATES: 
General truck rate increases are 
expected this fall in the Pacific 
Northwest and between Cali- 
fornia and the Pacific Northwest 
as the result of a teamster wage 
increase a few months ago, plus 
a leveling off of tonnage. 

Truck lines are expected to re- 
quest the ICC to grant a 6% 
increase on shipments between 
the Pacific Northwest and Cali- 
fornia having a minimum weight 
of 5,000 Ib. An increase of about 
25¢ a shipment is expected on 
shipments within the Pacific 
Northwest and _ inter-mountain 
territory. 


CHANGING DIRECTION: 
Republic Carloading and Dis- 
tributing Co., Inc., which has 
concentrated its piggyback op- 
erations to and from the West 
and Midwest up to now, is plan- 
ning to invade the South. ° 

Republic, one of the nation’s 
largest freight-forwarders, plans 
to inaugurate regularly scheduled 
trailer-on-flat car service from 
New York to Miami sometime 
late this month or early Septem- 
ber. 

Piggybacking to and from the 
South was only made feasible re- 
cently when work was finished on 
railroad tunnels in Baltimore. 
The tunnels were widened to per- 
mit passage on the extra-long, 
85-ft. piggyback flatcars. 


ON YOUR MARK, GET 
SET: The Erie and Lackawanna 
Railroads are ready to jump off 
to a flying start constructing track 
connections between their lines 
at Jersey City, N. J. and Buffalo, 
N. Y. as soon as the ICC gives 
final approval of their proposed 
merger. 

The two lines also intend to 
build jointly an electronic classifi- 
cation yard at Buffalo which 
would take about a year to com- 
plete. 


WHISTLESTOPS: California’s 
PUC has okayed a 7% rate in- 
crease for truckers hauling gen- 
eral commodities in six East Bay 
cities. The increase, which goes 
into effect Aug. 12, covers all 
drayage except household goods 
and petroleum. . . . Consolidated 
Freightways, Inc. has completed 
acquisition of Motor Cargo and 
Liberty Freight Limes, adding to 
its routes numerous major East 
Coast cities and permitting the 
trucker to offer one-line trans- 
continental service between 
Eastern and Western distribution 
centers and seaports. 
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Power Costs Keep Going Up, and It's 


New York—Most P.A.’s find 
their plant power and fuel bills 
going up faster than other pro- 
duction costs these days. And 
what to do about it is a difficult 
question to answer because in 
most cases the higher costs stem 
from increased use of energy in 
the production set-up, rather than 
in the price of power itself. 

Generally _—_ speaking, two 
things can be done to cut down 
on power costs: 

@ Switch to a different source 
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@ Develop and use equipment 
that will consume fuel more ef- 
ficiently. 

Over-all cost of the four princi- 
pal power sources—electricity, 
natural gas, petroleum, and coal 
—has risen less than 13% dur- 
ing the postwar period (see chart, 
left), while industrial wholesale 
prices were rising more than 
28%. 

How do these sources of en- 
ergy compare, and what is their 
price outlook in the near and 
distant future? 


“ALCOA ALUMINUM SCREW MACHINE STOCK 


ALLOY 6061... FOR VERSATILITY!” 


Precision-made, high-volume screw machine parts cost 
less in aluminum 


Here’s versatility! Alcoa Alloy 6061-T6 or -T651, be- 
ing lightweight aluminum, gives you three times more 
parts per pound than other, heavier metals. And this 
alloy gives superior finishes . . . can be joined easily by 
welding, brazing or soldering . . . may be anodized in a 
wide variety of colors . . . stands up to service under 
corrosive conditions! Machining speed, light weight and 
end-use adaptability . . . all add up to faster production, 
lower machining costs, higher profits. 

Want to make cost conversions from brass to alumi- 
num and compute costs quickly? Ask your Alcoa dis- 
tributor or Alcoa sales office for your free Alcoa Conver- 
sion Calculator. Get your free Alcoa Screw Machine 
Stock Estimating and Operating Data Book, too... 
packed with technical data on aluminum screw machine 
stock. And ask about other Alcoa alloys: 2011-T3 or 
-T8 for superb machinability and still faster cutting, 
2017-T4 or -T451 and 2024-T4 or -T351 for strength at 


low cost. Aluminum Company of America,846-H Alcoa 
Building, Pittsburgh 19, Pennsylvania. 


AS AN ALCOA CUSTOMER, YOU GET ALL THESE 
“EXTRA BONUSES”: 


requirements. 


Te -P Ee 


2%, in.; hexagons up to 2 in.). 


. Wide range of stock sizes for important price advantages: 
Guaranteed market for up to 60 per cent of your Alcoa® 
Aluminum turnings and borings. 

Extensive mill and distributor inventories to meet all 


Chamfered ends at no extra cost. 
Specific 12-ft lengths at no extra cost (for rounds up to 


Warcoa ALUMINUM 


A 
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SCREW MACHINE STOCK 


Electricity 


Electricity has shown the most 
sensational growth of any energy 
source. Since 1947, the amount 
of electricity used has nearly 
tripled, while the consumption 
of the other chief sources of 
power—the mineral fuels—in- 
creased less than the 342%-4% 
annual growth of the gross na- 
tional product. 

Electricity has starred not only 
as the fastest growing energy 
source, but also as the most 
stable among all fuel and power 
price tags. The unit cost of elec- 
tricity to industry has actually 
declined an estimated 2.3% (see 
chart, left) since 1947. 

And this trend has taken place 
during a period when the cost of 
construction for the rapidly ex- 
panding electrical! utilities rose 
more than 50%. 

Utilities have been able to gen- 
erate additional power without 
raising prices for two reasons: 


® Economical fuel use. Fuel— 
coal, gas, and heavy fuel oil— 
constitute a major operating cost 
for utilities. But electrical utili- 
ties have, through the develop- 
ment of more and more efficient 
equipment, held their unit fuel 
cost steady despite advancing fuel 
prices—as the following table 
demonstrates. 


Fuel cost 

Fuel per kw-hr. 

Prices generated 
1945 100 100 
1950 134 121 
1951 136 117 
1952 140 117 
1953 142 114 
1954 141 107 
1955 141 103 
1956 146 107 
1957 156 110 
1958 156 107 
1959 151 103 


© Larger generating units. De- 
spite higher costs for construction 
and materials, the actual cost of 
additional kilowatts of electrical 
capacity has declined since 1947. 
The reason: Utilities have been 
constructing increasingly large 
plants and plant additions so that 
the number of kilowatts gener- 
ated has increased faster than the 
cost of the generating plants. 

The growth of large scale gen- 
erating capacity is strikingly illus- 
trated by the fact that, for steam 
generated electricity, plants with 
more than 100,000 kw capacity 
accounted for 65% of over-all 
electrical capacity in 1948—and 
88% in 1959. And since 1953, 
plants of more than 500,000 kw 
rose from 8.5% to 21% of total 
steam generated electrical ca- 
pacity. 

This trend in economical large- 
scale production of electricity 
should continue since the in- 
crease in consumption of electri- 
cal energy is projected at almost 
11% a year through 1970. 

And since the South—espe- 
cially the Southwest—is the area 
where the largest rise in electrical 
usage is foreseen, it is in this area 
that the benefits of economical 
production of- electricity will 
probably be most evident in the 
future. 


Natural Gas 


Natural gas is the fastest grow- 
ing of the mineral fuels. Its use 
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Coal Fading in Fuels Picture 
Total fuel consumption 


s| NoEasyMattertoCutThem 


1946 breakdown And now 
has grown by 150% since 1947,|some 20% in the amount of fuel 
and it has become a more impor-| used to manufacture a ton of pig 
tant source of energy than coal] iron. 
(see chart, showing total fuel con- 
sumption, right). ® Electricity: The amount of Petroleum 
The increase in natural gas] fuel needed to produce one kilo- 
consumption was sparked prima-| watt-hour of electricity has gone 
: rily by two factors: It has a higher | down by more than 30% in the 
burning efficiency than coal and] period covered. 
, oil, and it costs less than other 
fuels in some important market @ Freight: Handling a gross ton 
j areas. of freight today—on our diesel- 
However, the competitive ad-| ized railroads—requires one sixth 
t vantage of natural gas has been|of the amount of fuel necessary 
- lessening because its price has|to haul it in 1946. Purchasing Week August 8, 1960 
4 risen faster than that of oil and 
! coal (see chart, left)—with a 
. good part of the price rise taking 
place during the past couple 
> years. 
¢ The higher gas tags have un- 
“ doubtedly been caused, in part, 
. by increasing expense of distribu- 
tion. Since 1947—while gas con- ‘Service to customers comes first 
A sumption increased by the above- with me,” says H. T, Walton, McLean 
t noted 150% —investment in dis- Director of Saféty. 
tribution facilities increased by 
265%. 
“ But natural gas should hold its 
4 current price advantage for some 
t time to come. The rate of expan- 
P sion expenditures will probably go 
a down now that it has penetrated 
t all the major market A og And Handy Wall Chart 
1 economies in transmisison will be Shows points served to and 
l effected as the trend toward the irase yous neorty terminal. 
2 fl di ; 2 Folds to 842" x 11”, and is 
use of larger diameter pipe con punched for 3-ring binder For 
tinues. your copy, just write an 
‘ Petroleum Box 21 Winston Salem, NG 
i Petroleum now accounts for McLEAN TERMINAL CITIES 
some 48% of all fuel consumed Akron, Ohio* 
(see chart right). And it may be _fibeny, WY, 
that this marks the peak for pe- ome ae 
troleum’s share of the energy Atianta, Ga. 
sta, Ga. 
market. Baltimore, id.** 
While the industry can foresee Boston, Mass. - 
. : A Br rt, Conn. 5 
a steady increasing demand in the b Brooklyn, N.Y. 
field of transportation—where Burlington, N ¢ 
petroleum has little competition Charleston, W.Va, ee: 
—<it has been hurt by natural gas reg ' 
in other markets. Fuel oil con- Cincinnati, Ohio" 
sumption by electric power plants ee 
has declined since 1950. From Danville, Va. 
1950 to 1958, petroleum lost nen gt 
q 10% of its share in mining, Durham N.C. 
. manufacturing, and space heating feed, Ae. 
f markets to gas. _ Greenville, S.C. 
1 The petroleum industry has the Hartford, Conn. 
problem of excess capacity, taentherne, Ol. 
2 which works to keep — 4 wary 
But mitigating against this is the indianapolis, Ind.** 
e oe - 
rising cost of exploration and éé ro ram Jersey City, NJ. 
, drilling as the Pe of new The McLean and Hayes Safety Boh doen tate 
j i i i A H Louisville, Ky.** 
a eee means better service for you! toon 
ae: Nashville, Tenn.* 
Coal has adjusted itself to its My job is to see that safety measures are __ when he is safety conscious. All McLean tow Goeneenel, Uh 
cans ae ee eal observed at McLean and Hayes. I realize | and Hayes workers are safety conscious. New York (Manhattan), N.Y, 
pe deg dt mo gel Br that all the varied jobs which contribute to _ So after all, “Service to customers comes Paducah, Wy." 
roe Bananas gg Lass me thet better service for you... along the East- _ first with me,” too, with a strong accent on ee 
Se cist caine hove aboot ern Seaboard, in the Central States and _ safe service. a Pittsburgh, Pa 
caiciet pak of their inroads the Midwest . . . must be done safely to _If you really want a safe motor carrier with Aicenen y Me 
among coal markets. produce a better buy for your transporta- = your interests at heart, _always specify Roanche. Va. = 
Coal tags also should be stable tion dollar. A safe driver gets your ship- | McLean or Hayes. Play a safe ... call St Lewis Mo" 
in the foreseeable future. Growth ment where you want it on time, and your nearby terminal today! And any time Sovenneh a. 
for the industry is tied to the in good condition. McLean and Hayes _ I may be of service to you, just write me Spartanbure, S.C. 
growth of electrical utilities, the drivers are safe drivers. A desk worker, at the McLean general offices in Winston- ree Mass. 
major market for coal in the years or a dock worker, performs better for you Salem. Weciagien bess 
to come. Winchester, Va." 
Since natural gas and residual maaan. BS 
fuel oil are also vying for this : ar cester, : 4 
market, the competition should ~~ i ae Bl 
prevent any significant rise in bs Terminal 
coal prices. ae M-LEAN PREG IES OT aE Be ph ai »-- 
| Efficien ! 
bea. ee ! “Oy “i Y] 
A major area for the reduction i Ww | 
of fuel costs lies in the develop- j J 
ment of equipment which will | pacer 
Seas tee nace _____ GENERAL _OFFICES, BOX 213, WINSTON-SALEM, NORTH CAROLINA your nearby terminal today! 
creased fuel efficiency in the post- 
war period (1946-59) are to be 
found in: 
@ Iron & Steel: A reduction of 
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P/W MANAGEMENT MEMOS 


A collection of timely tips, quotations, and inside slants on management and industrial 
developments, along with a run-down of events and trends of use to the purchasing agent. 


Playing Hooky 


Absenteeism, contrary to popular opinion, is not 
a peculiarly American phenomenon. In fact the 
urge to go fishin’ hits Americans with less frequency 
than it does with the workers of most countries, re- 
ports the Institute of Industrial Relations at Univer- 
sity of California, Los Angeles. The American ab- 
senteeism rate of 2% to 3% of total labor hours 
oop is about half that of foreign countries, says 


Here’s how other countries shape up in the missing person 
file, according to McGraw-Hill’s World News Bureau: 

@ India has a high of 6%. Things have reached a point 
where a second string of laborers is kept on the bench wait- 
ing to go in for permanent workers who are away on religious 
pilgrimages. 

@ Russian workers apparently aren’t enamoured with the 
Worker’s Paradise—some Soviet officials blame absenteeism 
and alcoholism for failure of the five-year plans! It looks as 
= the missing are more likely off on a hunt for vodka than for 

ar. 

® British workers take off in mid-week for football (soccer) 
matches. 

@ Germany, a country that has built an image of the indus- 
trious worker, also complains about football games. One 
Wednesday afternoon international football match in the Ruhr 
area almost depleted production. 

@ Italian workers in Milan skip out about 5%. This number 
persists despite the fact that an Italian forfeits his family 
allowance if he works less than 20 hours a week. 


What to do about it? Reward the industrious, 


penalize the malingerers, seems to be the answer of 
most American rs. Thus, one firm gives a 


week’s extra pay for a spotless 12-month attendance 
record. Another firm offers an extra week’s vacation. 


~~ eee f i 
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“Be Prepared” is the motto of many 
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shima, who planned to use some of 


On the other side of the coin, some companies have 
demerit systems with increasingly stiffer penalties 
as absences mount up. One thing seems certain—a 
constant campaign against absenteeism will bring 
results. 


Post Mortem 


Most business failures are due to poor management, says 
Dun and Bradstreet, in its comprehensive annual report on 
bankruptcies. 

Of the 14,053 firms that failed in 1959, the underlying 
cause of an overwhelming 44.2% was “incompetence,” the 
D&B report says. Another huge 47.2% of business casualties 
were caused either through lack of experience in the line, 
lack of managerial experience, or unbalanced experience. 
Neglect, fraud, and disaster—in that order—account for only 
6.2% of the failures. 

The chance for a business, once born, to stay alive is better 
in such states as North and South Dakota, Nebraska, and New 
Mexico. The highest death toll occurred on the Pacific Coast 
—where the rate is 115.5 failures per 10,000 compared with 
a national average of 52 per 10,000. Three Middle Atlantic 
states—New York, New Jersey, Pennsylvania—were second 
with a rate of 88.8 per 10,000. 

The moral of D&B’s post mortem is obvious. If you want 
to prosper, get good managers—and stay away from the At- 
lantic and Pacific seaboards. 


Short Pointer 


“Better Purchasing Saves Money” is the title of a 16-page 
booklet that gives the small builder many useful pointers on 
how to buy supplies and building materials. It includes infor- 
mation on advance planning, buying on bids, ordering, stor- 
age, and inventory. You can get a copy (for 50¢) from 
Pennsylvania State University, College of Engineering and 
Architecture, University Park, Pa. 


Personal glimpses of P.A.’s 
as they march by in the news 


Scouts, believes that “ an active scout- 
ing program is one means of combat- 
ting today’s juvenile problems.” 

He has come to appreciate the bene- 
fits of scouting from a 21-year scout- 
ing experience. As a youth, Compiano 
ranked as Eagle Scout. In more re- 
cent years, he has served as unit leader, 
Institutional Representative, and often 
volunteers for duty two nights a week 
and many weekends. There are no 
complaints about the long hours from 
the family, who are also active in 
Scouting. His wife, Mary, is a Cub 
Scout den mother, and his son, Craig, 
a Cub. 


ite ie 
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L. A. Woods, recently appointed 
General Purchasing Agent for Convair 
Division of General Dynamics Corp. 
(San Diego), spends his spare time in 
high-style. 

Air Force veteran Woods also is a 
licensed private pilot and a dedicated 


a purchasing agent and the three cases 
below are good examples of this: 

@ En route to the fifth National Boy 
Scout Jamboree at Colorado Springs, 
the five Boy Scouts (pictured above) 
stopped in Newton, Iowa, to meet with 
Robert L. Smith (far left), President- 
Treasurer of Thombert, Inc., Newton. 
He is Scoutmaster of Jamboree Scout 
Troop 89, of which the boys are mem- 
bers. 

While in Newton, the Scouts toured 
Maytag Co.’s office and production 
facilities. W. V. Wilson (seated), May- 
tag’s Assistant Director of Purchases 
and Scoutmaster of Jamboree Troop 
86, passed out souvenir Maytag “wash- 
ers” and auto bumper strips to Scouts 
Tadao and Makato Fuku- 
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the souvenirs for trading purposes at 
the Jamboree. 

The three standing scouts are (left 
to right) Jim Stevenson, Marven Light- 
ner and Smith’s son, Walter, all from 
Newton. 

@John C. Menge, recently named 
Buyer of Special Tooling for the Tapco 
Jet Div. of Ramo Wool- 
dridge (Cleveland), is an outdoor man 
at heart. Besides directing camping ac- 
tivities for the local Boy Scout troop, 
he tries to get in some camping with 
his own family during his vacation. 

@ And L. L. Compiano, P.A. for the 
Pacific Coast Co. (Ala- 
meda, Calif.), who also serves as dis- 
trict Activities Chairman for the 
southern area of Alameda County Boy 


weekend flyer in rented aircraft. He 
recalls that as a youth in his native 
Montana he was able to satisfy both 
his hunting and flying hobbies by bang- 
ing away at coyotes with a shotgun 
from a low-flying plane. 


Here’s another P.A. who’s up in the 
clouds right about now. But this time 
it’s a cloud of campaigns and conven- 


tions. 

Bernard Soloman, Commissioner, 
and P.A. for the State of Massachu- 
setts, is an active rooter for his man— 
Jack Kennedy—and has just returned 
from the Democratic Convention in 
Los Angeles where he served as a dele- 
gate. 
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PURCHASING WEEK ASKS... 


What factor do you rate most impor- 
tant in a purchasing agent's success? 


O. L. Chilcoat, purchasing agent, Portland Pipe 
Line Corp. (refined petroleum pipe line), Port- 
land, Me.: 


“Honesty and integrity in one’s dealings, 
coupled with a wide acquaintance in the field 
where one has to operate, seems to me to be the 
most important factor for success. In today’s fast 
moving world it is most essential for a purchasing 
agent to know whom to call upon for fast action 
and at the same time have them respond in a 
manner that will meet his requirements.” 


Ralph McCoy, assistant purchasing director, 
Kingsport Press, Inc., Kingsport, Tenn.: 


| In the World of Sales | 


Charles W. Bozarth joined Telemeter 
Magnetics Inc., Los Angeles, as sales 
manager for its Components Div. He was 
previously with Saners Associates, Inc., 
and Minneapolis-Honeywell Regulator 
Co. 


Boyd B. Barrick has moved up to gen- 
eral sales manager, Distributor Products 
Div., Raytheon Co., Westwood, Mass. 


Edward Bachorik was assigned the new 
post of vice president in charge of sales, 
Allied Control Co., Inc., New York. 


William Swan has been promoted to 
assistant sales manager by Parker Seal 
Co., a division of Parker-Hannifin, Culver 
City, Calif. 


Donald T. Cusack has been appointed 
manager of sales—Process Industries, 
Hagan Chemicals & Controls, Inc., Pitts- 
burgh. 


Michael N. Flynn was made sales man- 
ager, Benjamin Div., Thomas Industries, 
Inc., Louisville, Ky. 


Townsend L. Way, Jr., has been pro- 
moted to assistant sales manager, 
Richards-Wilcox Mfg. Co., Aurora, Ill. 
He will serve as the assistant to the vice 
president of marketing and general sales 
manager. 


James V. Carlin, Jr. was named vice 
president of sales, Acme-Hamilton Mfg. 
Corp., Trenton, N. J. He had been gen- 
eral manager of the firm’s division, Acme 
Rubber Mfg. Co. 


Robert A. Sweet was clevated to the 


new post of sales manager, Computer 
Div., Bendix Corp., Los Angeles. 


Donald E. Cardoze has been advanced 
to assistant to the sales manager, Pump 
Div., Eaton Mfg. Co., Detroit. 


“I consider in-plant knowledge of the product 
or products that a firm manufactures to be the 
most important factor in becoming a successful 
purchasing agent. With this knowledge a pur- 
chasing agent is able to analyze a sales presenta- 
tion and can determine whether a presentation is 
a sincere effort of the sales representative to help 
the prospective buyer with either a better or a 
more economical product. Furthermore, with this 
in-plant knowledge the prospective purchasing 
agent is able to determine better what is needed, 
thereby saving valuable time for himself and the 
salesman.” 


A. A. Woodward, vice president and purchasing 
agent, Woodward Co. (steel service center), 
Albany, N. Y.: 


“The purchasing agent must consistently be 
able to obtain true value for his company’s pur- 
chasing dollar. This requires properly measuring 
many factors including quality, service, price, and 
dependability of vendor. He can only do this by 
having a full knowledge of his suppliers and his 
suppliers in turn must appreciate him for having 
complete honesty and integrity at all times.” 


W. H. Hammond, director of purchasing, Sherer- 
Gillett Co. (grocers’ & butchers’ display refriger- 
ated fixtures), Marshall, Mich.: 


“I’m convinced the purchasing agent’s ability 
to clearly analyze all factors leading to a decision 
and then make the right one is the determining 
item. Inferior products, regardless of price, reflect 
directly or indirectly in the operating statement. 
The P.A.’s decision affects inventory; it costs 
money to carry higher inventories than needed and 
it is also costly to carry less than minimum. 
Finally, decisions made will directly affect the 
production department’s ability to manufacture 
effectively and at the lowest cost.” 


O. M. Stagg, Jr., purchasing agent, Birmingham 
Southern Railroad Co., Fairfield, Ala. 


“I believe every outstanding purchasing man 
possesses a sixth sense which instinctively guides 
him to the best possible transaction for his com- 
pany. Call it what you may—intuition, subcon- 
scious perception, or clairvoyance. A good pur- 
chasing man’s sixth sense tells him when to be 
wary, when his vendor is ‘pulling his leg,’ when 
certain purchases should be deferred, etc. He 
sharpens this sixth sense by continuing his edu- 
cation through the medium of purchasing associ- 
ations, purchasing journals, seminars, etc. Those 
without this quality never reach the driver’s seat.” 


NEXT WEEK—AUGUST 15 


Six purchasing men answer this question: 
How can purchasing improve its liaison with other company departments? 
You can suggest a question to be answered in this department by writing: 


PURCHASING WEEK ASKS... 
330 West 42 St. 
New York 36, N. Y. 


August 8, 1960 
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@check your records 


One of the largest producers of binder rings did—and proved 
that Keystone Wire helped them mass-produce a better 
quality ring at lowest possible cost! Loose Leaf Metals Co., 
St. Louis, Mo., manufactures the rings shown in the record 
binder illustrated above. In their highly automated plant, 
continuous operations include rolling the wire into an oval 
shape—bending, cutting and swedging in one operation— 
deburring and nickel plating. For successful, high-speed 
production, the wire must respond with absolute uniformity 
to each operation. The final product must align perfectly in 
the binder, close uniformly, resist bending. 

Production efficiency and quality Keystone Wire have 
played an important part in Loose Leaf Metals’ success. If 
you are considering mass production of parts made from 
wire—or if you make odd-shaped parts of any description, 
may we help you evaluate them? A check of your records 
may very well prove Keystone Wire can make them better, 
faster and at lower cost. Call or write for more details. 


Keystone Steel & Wire Company, Peoria, Illinois 


KEYSTONE 


Cold heading and forming wire for industrial uses 


Purchasing Week 


W 


Profitable Reading for Purchasing Agents 


New Books- 


Metal Statistics 1960. Published by American 
Metal Market, 18 Cliff St., New York 38, N. Y., 
832 pages. Price: $3.75. 


Metal industry executives and purchas- 
ing agents will find this compact reference 
book a valuable source for locating a 
broad variety of price, production, and 
consumption statistics on metals and re- 
lated economic areas. 

The book contains over 400 pages of 
Statistics covering all of the important 
metals from aluminum to zinc, a valuable 
130-page buyers’ and sellers’ guide, and 
numerous charts on ferrous and non- 
ferrous metals. 


How To Build Job Enthusiasm, by Edward J. 
Hegarty. Published by McGraw-Hill Publish- 
ing Co., 330 W. 42nd St., New York 36, N. Y., 
255 pages. Price: $5.95. 


Author presents facts and pointers on 


improving an employee’s productivity as 
a result of increased job enthusiasm. 

Based on clinic sessions on human 
relations in management held by Hegarty, 
the book covers many situations faced by 
supervisors: running different kinds of 
meetings, how to delegate jobs, using 
tests to help the worker do a better job, 
how to train workers on the job, counsel- 
ing, etc. It also discusses the six most 
common psychological needs and wants 
of workers today. 


From the— 


Associations 
Control Equipment 


Revised American standard for indus- 
trial control apparatus describes equip- 
ment such as contactors, drum switches, 
resistors used for starters, electronic regu- 
lators, electromagnetic brakes, pushbut- 
ton and limit switches, and also sets down 


minimum performance requirements and 
test methods. American Standard C19.1- 
1959 (price $2.20) can be obtained from 
the American Standards Assn., Dept. 
PR165, 10 E. 40th St., New York 16, 
i 


From the 


Manufacturer 


Identification Markers 

Gives information on pipe markers, 
electrical markers, numerals, letters, 
safety and identification signs made of 
water-proof vinyl cloth backed with ad- 
hesive. Contains price lists and complete 
ordering information. (24 pages). North 
Shore Nameplate Div., Anodyne, Inc., 
214-27 Northern Blvd., Bayside 61, N. Y. 


Rubber Hose 
Describes over 35 specific types of hose 


for manufacturing and processing indus- 
tries. Data given include: size, weight, 


ply working pressure, fitting and coupling 
selection information, etc. (24 pages). 
Mercer Rubber Co., Hamilton Sq., N. J. 


Laminated Plastics 

Discusses 21 commonly used laminate 
grades. Includes: description of high- 
pressure laminates; difference between 
minimum/maximum property values and 
average values; selection guide; etc. Fea- 
tures chart of laminate characteristics. 
(12 pages). Taylor Fibre Co., Norris- 
town, Pa. 


Laboratory Recorder 

Describes new high-sensitivity, high- 
speed portable recorder for laboratory 
use. Discusses features, price, etc. (4 
pages). Fisher Scientific Co., 717 Fisher 
Building, Pittsburgh 19, Pa. 


Printing Papers 

Discusses five grades of Mobile print- 
ing papers. Gives description, stock sizes, 
weights, etc. for selection of papers for 
counter and display cards, shop manuals, 
posters, etc. Hollingsworth & Whitney 
Div., Scott Paper Co., Chester, Pa. 


“Because we've got to he 


on Camera, 
on cue 


we use Delta Air Freight” 


TelePrompTer Corp., New York, produces 
closed-circuit TV programs nationwide, 
ships special electronic projection equip- 
ment by air, relying heavily on Delta’s 
scheduled Air Freight service. 


“Meetings via closed-circuit television 
have become so popular with business 
and industry,” reports Barry Burnstein, 
Traffic Manager, “that we have to use 
the fastest, most reliable means of ship- 
ment to assure prompt delivery. By 
using Delta Air Freight we also eliminate 
heavy crating, excessive paperwork and 
handling. Air freight is a daily tool of 
business with us. It has helped us widen 
our service and please more customers.” 


Profit from Delta’s 


BIG PLUS 


Delta operates all-cargo flights and in 
addition carries freight on every passenger 
flight, including Jets. All-cargo flights 
serve Atlanta » Chicago + Cincinnati 
Charlotte + Dallas - Houston + Miami 
New York + New Orleans + Orlando 
Philadelphia + Detroit - Memphis 


AIR FREIG/7, 


DOOR-TO- DOOR 


GENERAL OFFICES: ATLANTA AIRPORT, ATLANTA, GA. 


“I’m only one 
in over 5,000” 


They tell me there are over 
5,000 GC Recording Chart users. 
Based on my experience, it’s easy 
to see why the number is growing 
steadily.” 

Here are the reasons: 

1. The quality of GC Recording 
Charts is insured by the technical 
skills and specialized facilities of 
the world’s largest chart pro- 
ducers. 

2. Costs are lower because of these 
same skills and large-scale produc- 
tion. Prices can be cut still further 
by placing a long-term order at 
quantity discounts and letting GC 
take care of automatic deliveries 
as you need them. 

3. You save time and clerical work 
by ordering all your charts from 
one source. 

4. Service is fastest because GC 
maintains an inventory of over 8 
million circular charts and 100 
thousand strip charts. 


You’ll appreciate all these rea- 
sons more if you write today for 
stock list and samples. 


GC 


DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 


189 Van Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 


RECORDING 
CHARTS 


Meetings 


FIRST LISTING 


International Aviation & Air Industries Exposi- 
tion—Waldorf-Astoria Hotel, New York City, 
Sept. 8-20. 


Office Equipment & Machines Conference & 
Exhibit—Life Office Management Association, 
Royal York Hotel, Toronto, Sept. 26-28. 


PREVIOUSLY LISTED 
AUGUST 


Fourth National Heat Transfer Conference 
and Exhibit—Statler Hotel, Buffalo, N. Y., 
Aug. 14-17. 


Public Works Congress & Equipment Show— 
Coliseum, New York, Aug. 14-17. 


National Congress of Petroleum Retailers— 
Shamrock-Hilton Hotel, Houston, Tex., Aug. 
14-19, 


Western Electronics Show and Convention— 
Ambassador Hotel & Memorial Sports Arena, 
Los Angeles, Aug. 23-26. 


National Association of Furniture Manufac- 
turers Convention — Equipment and Fabric 
Show, Conrad-Hilton Hotel, Chicago, Aug. 27- 
30. 


SEPTEMBER 


Machine Tool Exposition—National Machine 
Tool Builders Association, International Am- 
phitheatre, Chicago, Sept. 6-16. 


Production Engineering Show—Navy Pier, 
Chicago, Sept. 6-16. 


2nd Coliseum Machinery Show — Chicago 
Coliseum, Chicago, Sept. 7-15. 


International Aviation & Air Industries Exposi- 
tion—Waldorf-Astoria Hotel, New York, Sept. 
8-20. 


American Chemical Society, National Meet- 
ing—Statler Hilton Hotel, New York, Sept. 
11-16. 


Institute of Surplus Dealers— 14th Trade 
Show Building, New York, Sept. 18-20. 


Steel Founders Society of America—Fall meet- 
ing, The Homestead, Hot Springs, Va., Sept. 
18-20. 


+. Aster 


Instr tion Conference & Exhibit 
—lInstrument Society of America, Coliseum, 


New York, Sept. 26-30. 


District 2 Conference, NAPA—The Hilton-Del 
Norte & Cortez Hotels, El Paso, Tex., Sept. 
28-30. 


Purchasing Week 


consistent quality 


Consistent Quality stainless steel takes the 
guesswork out of any production operation 
Tooling set-ups become standard. Rejects and 
reworking are reduced. Your plant and your 
product move smoothly. 


J&L consistent quality stainless steel is as 
near as your telephone... 


Call Western Union by number, ask 
for Operator 25 


Western Union Operator 25 will give you the 
name of your nearest J&L stainless steel dis- 
tributor. You'll find that he can further reduce 
your costs of using stainless steel by provid- 
ing a complete selection of materials. He can 
save you the capital investment required to 
maintain long term inventories. He can pro- 
vide a wide variety of preproduction services, 
and reduce your overhead for stocking, han- 
dling, accounting and obsolescence. 


Your J&L distributor can provide you with 
the consistent quality stainless steel you need, 
as you need it, when you need it. He can serve 
you better because J&L serves him better. 
J&L’s own staff of technical specialists and 
metallurgists are at the call of your J&L 
distributor to give you the technical assist- 
ance, even advanced research, you may need. 


For better production and better service, call 
your J&L distributor — call Western Union 
Operator 25, today. 


J&l-a leading producer of stainless stee/ and 
precision cold rolled strip stee/s. 


STAINLESS 


SHEET - STRIP - BAR - WIRE 
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consistent quality 

f production 
depends on 
consistent quality 
stainless 


steel 


ee 


{ . 
%~ Call Western Union by number-— ask for Operator 25 
for the nearest source of Consistent Quality Jel Stainless Steel 


Jones & Laughlin Steel Corporation - STAINLESS and STRIP DIVISION - DETROIT 34 
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The Bostitch Economy Man can give you quick 
and effective answers to many knotty production 
fastening questions. 

One reason is that he has over 800 staplers and 
more than 200 staples to work with. Quite possibly, 
he’ll be able to suggest a way to give you benefits 
beyond those you expect. 


For example, if you need faster fastening, he 
may be able to give you more speed with greater 


..-Purchasing calls the 
Bostitch Economy Man and 
another production headache 


bites the dust 


fastening strength. Or he may give you exactly 
the kind of fastening you need at a lower cost 
than you’d expect. 


When you need fastening information or help, 
call in your Bostitch Economy Man. He’ll be glad 
to help you with data from the largest source of 
facts in the stapling industry. He’s listed under 
“Bostitch” in your phone book. Or, write us 
direct if you wish. 


Fasten it better and faster with 
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With every Bostitch machine you get... 


assurance of the right combination for your needs from 
800 staplers and over 200 staples . . . an extra margin of 
quality . . . nation-wide parts, service and technical aid 
. .. dependable supply from the industry's most modern 
factory . . . and we stand behind every Bostitch machine, 
making sure it operates to your complete satisfaction. 
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108 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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Union Organizers 
But Philly Drive Is 


Philadelphia—In barely seven 
weeks, a broad new organizing 
campaign by a score of AFL-CIO 
industrial unions is beginning to 
make itself felt here. 

Targets of the drive are the 
hundreds of industrial plants in 
the five-county Philadelphia area 
which are either non-union or or- 
ganized by independent unions. 
The plants, ranging from several 
thousand workers down to 50 or 
fewer, include electronics, metal- 
working, machine shops, aircraft 
parts manufacturers, steel fabri- 
cating, and a variety of other pro- 
duction outlets. 

So far, this campaign has 
reached just a handful of com- 
panies, including Oppenheimer 
Plastics, Inc.; S. L. Allen Fabri- 
cating; Standard Press Steel Co.; 
Nice Ball-Bearing; Philco; Leeds 
& Northrup, and a few others. 

Although union organizers have 
attempted, in some cases, to sign 
up workers in these plants in the 
past, now, for the first time they 
are all being tackled as part of a 

joint AFL-CIO organizing cam- 
paign. 

The union membership round- 
up is the brainchild of Walter 
Reuther, James B. Carey, and 
other leaders of the AFL-CIO’s 
giant Industrial Union Dept. who 
hope to reverse a five-year trend 
that has seen union membership 
in manufacturing fall off by 
nearly half a million. 

The Philadelphia campaign is 
a test run which, if it works, will 
be tried in other major U.S. 
cities. 

In setting up the drive, IUD 
officials are out to eliminate the 
problems that have stalled or- 
ganizing ever since the AFL-CIO 
merger in 1955. 

Here’s how the system works: 

@ Reuther’s IUD runs the cam- 
paign with organizers drawn from 
a score of unions including the 
United Auto Workers, the Ma- 
chinists, Electrical Workers, 
United Steelworkers. 

@ The industrial plants are pin- 
pointed, and divided up, by these 
same unions which have fought 
over job jurisdiction in the past. 
These rival union feuds have been 
a big factor in the failure of AFL- 
CIO unions to be more aggres- 
sive. 

@ Once a target is selected, the 
organizers are drawn from the 
different unions to work on the 
same campaign. 

The IUD drive is aimed for the 
long-haul, and union leaders will 
need one to two years before they 
can assess its outcome. While the 


Container Firm Expands 


Magnesium Product Line 
Beatrice, Neb. 


Inc., producer of containers and 
handling systems, has come up 
with a larger role for magnesium 
items in its product line. 

The company has begun pro- 
duction of magnesium bins in 
standard sizes at prices competi- 
tive with aluminum containers. 
Magnesium bins are 40% lighter 
than aluminum, enabling a bigger 
payload within highway load lim- 
its for over-the-road shipments. 

The price policy applies to all 
sizes of Tote Bins, from 42 cu. ft. 
to 110 cu. ft. (dry handling) and 
300 to 400 gal. liquid Tote 
Tanks. Magnesium bins were 


Move Cautiously 
Making Itself Felt 


initial results, particularly in 
settling jurisdictional rivalries, 
are considered a good omen by 
union organizers, they anticipate 
much more work on this score. 

Even with the union conflicts 
ironed out, Philadelphia organiz- 
ing is expected to be tough. 


small employers who have shown 
firm and effective resistance in 
the past—and seem no more dis- 
posed now to welcome an AFL- 
CIO invasion. 


Union teams are working among|a 


| Economist Sees Rising Demand for Fiber Boxes | 


New York—Fiber box demand 
will rise 4% this year over 1959, 
a leading business economist pre- 
dicts. 

Speaking at a meeting of the 
Eastern Division of the Fiber Box 
Association, Peter W. Hoguet, 
president of the Econometric In- 
stitute, also predicted that the 
first half of next year would show 
944% boost in fiber box ship- 
ments over the low levels of the 
first six months of 1960. 

Hoguet’s optimistic forecast 
was based on what he called an 
expected gain in end-use activity 


and a gradual pickup in the ecoh- 
omy, which he said would ac- 
celerate in 1961. 


Continued Strength 


“The major features of a busi- 
ness picture over the next eight- 
een months,” he declared, are 
likely to be continued strength 
in consumer buying, further in- 
creases in hourly earnings 
throughout the industry, rising 
employment, rising demand for 
residential and other construc- 
tion, rising orders by industries 
for durable goods, a growth pres- 


sure On total capacity in manu- 
facturing of the other industries, 
and a rise in costs leading to 
price advances throughout the 
economy.” 

Hoguet predicted that this 
year’s weekly fiber box demand 
would average nearly 2.2-billion 
sq. ft. as against the 1959 level 
of 2.1-billion sq. ft. 

He predicted that 1961 weekly 
fiber box demand will average 
2.2-billion sq. ft. in the first 
quarter, 2.3-billion sq. ft. in the 
second quarter, and 2.32-billion 
sq. ft. in the third quarter. 


Gaylord’s full crew of research specialists constantly seeks 
new packaging worlds. We explore every possibility, to assure you 
of a tight packaging ship with all costs battened down. 


CCAY LORD satzs in SEARCH | 


OF PACKAGING DISCOVERIES 


Want that kind of watch-stander looking out for you? 
Then invite your nearby Gaylord Man aboard today. 


Zz 


formerly a custom-made item. 


CROWN ZELLERBACH CORPORATION 


GAYLORD CONTAINER DIVISION 


Letters 
and 


Comments 


Wants Address 


Rome, N. Y. 

In your “Foreign Perspective,” 
July 18 (p. 14), a Daiwa House 
industry Co. of Japan was men- 
tioned. 

Can you furnish the address of 
an American distributor where 
one may obtain literature and 
prices on the various structures 
offered in plastics by this com- 


pany? 


Roger F. Yutzler 
Purchasing Agent 
Rome Turney Radiator Corp. 


@ We know of no American distrib- 
utors and suggest you write directly 
to the firm: Daiwa House Kogyo 
Co., 6, Takagi-cho Aoyama, Mina- 
tokn, Tokyo, Japan. 


The Real Story 


Sarnia, Canada 
I refer to the report in your 
June 20 issue (p. 19), “Polymer 
May be Sold” and, particularly, 
to the reference that the company 
is “reportedly in financial straits.” 
In the interest of accurate re- 
porting, we believe you will be 
interested to know Polymer Corp. 
is in a very sound financial posi- 
tion. I believe our Annual report 
for 1959** substantiates this. 


**Net sales and other income 
ae eee. 3 $60,252,580 
Net profit ...... $ 3,690,095 


While it will be noted that 
production and sales income were 
down in 1959, this was the direct 
result of a 97-day strike. 

I would particularly bring to 
your attention the fact a new 
record rate of production was 
established during the part of the 
year when operations were 
normal and that during the period 
not directly affected by the strike 
and startup, both gross and net 
income after taxes were ahead of 
the comparable period in 1958. 

It is, however, even more sig- 
nificant that production and sales 
for the first half of 1960 are at 
record rates. In 1959 we contin- 
ued to pay a regular dividend of 
$1.50 per share. 

Expenses involved in “the large 
exports we need to keep the oper- 
ation going” are given as the 
reasons for our financial problem. 

Actually the most significant 
problem facing the company is 
the determination of the best way 
to grow in order that the com- 
pany may best serve the large 
export markets. This is the rea- 
son the Cabinet Committee, 
mentioned in your report, is 
now studying the future of the 
company. 

Jack R. Millar 
Assistant to the President 
Polymer Corp. Ltd. 


To Our Readers 


This is your column. Write on 
any subject you think will inter- 
est purchasing executives. While 
your letters should be signed, if 
you prefer we'll publish them 
anonymously. 


Send your letters to: “Follow- 
Up,” PURCHASING WEEK, 
330 West 42nd St., New York 
36, N. Y. 


8th DISTRICT Second Annual Officer's 
Orientation Workshop, Cooperstown, 
N. Y., drew new local presidents, 
national directors, and program 
chairmen. Plans for the coming 
year and and reports of the past 
year’s activities highlighted the two- 
day session. J. Dukehart Chesney, 
Huyck Felt Co., Rensselaer, N. Y., 
8th District Activities Committee 
chairman directed the meetings as- 
sisted by 8th District Vice President 
Frederick C. Esser, Westinghouse 
Electric Corp., Bloomfield, N. J. Pres- 
ident of the Canadian Assn, of Pur- 
chasing Agents, Alfred R. Oliver, 
Steel Co. of Canada, Hamilton, also 
attended. 


a. 
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IT PAYS TO STANDARDIZE 


ON STANSCREW 


Stanscrew provides faster service, 
adds safety for compressors 


The fasteners this man is tightening must be 
really dependable. Dunham-Bush, therefore, 
maximizes the safety margin for its Brunner 
line by standardizing on Stanscrew heat-treated 
cap screws for all critical applications. 


With tremendous production demands on its 
Hartford plant due to industry’s preference for 
Brunner compressors, Dunham-Bush also de- 
mands a supplier who provides quick assistance 
on all occasions, and moves especially fast in 
emergencies. Stanscrew meets these require- 
ments because complete stocks are maintained 
at three conveniently located plants .. . plus 
a management philosophy which looks on ship- 
ments within 24 hours as normal procedure, 


FS ee 


subject to drastic improvement in emergencies. 

Fast delivery and reliable products are but 
two of many reasons more and more industrial 
leaders are switching to Stanscrew. A complete 
selection of over 5,000 different standard fas- 
teners . . . experienced fastener specialists to 
provide qualified technical assistance . . . these 
and many other factors underline the advan- 
tages of specifying Stanscrew for your fastener 
requirements. 

Why not call your Stanscrew distributor today. 
He will gladly arrange a prompt visit from the 
Stanscrew specialist who can often save you money 

. for example, by substituting a standard fas- 
tener for a costly special. 


me aahcs al FASTENERS 


CHICAGO | THE CHICAGO SCREW COMPANY, BELLWOOD, ILLINOIS 
HMSS | HARTFORD MACHINE SCREW COMPANY, HARTFORD , CONNECTICUT 
WESTERN | THE WESTERN AUTOMATIC MACHINE SCREW COMPANY, ELYRIA, OHIO 


STANDARD SCREW COMPANY 2701 Washington Boulevard, Bellwood, Illinois 
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Association News in 


Eastern Indiana 


Richmond, Ind.—J. R. Stanley 
of Richmond Baking Co. here 
has been elected president of the 
P. A. Assn. of Eastern Indiana. 

Other new officers include: 
Roy Kratzer, Carter Paint Co., 
Liberty, vice president; Ray 
Stevens, Dille & McGuire Mfg. 
Co., secretary; Cecil Evans, Cen- 
tral Indiana Gas Co., Muncie, 
treasurer. 

Guy Chestnut, Hoff Sheet 
Metal Works, Inc., is national 
director, and J. C. O’Harra, 
Warner Gear Div., Muncie, is 
local director. 


Rock River 


Rockford, Ill.—F. D. Sculley, 
Atwood Vacuum Machine Co., 
has been elected president of the 
P. A. Assn. of Rock River Valley. 

Serving with him are: H. R. 
Wilde, E. D. Etnyre Co., Oregon, 
first vice president; E. E. John- 


F. D. SCULLEY 


son, H. D. Hume Co., Mendota, 
second vice president; B. C. Kays, 
Northwestern Steel & Wire Co., 
Sterling, secretary, and J. G. 
Fair, Modern Metal Products 
Co., treasurer. 


Indianapolis 


Indianapolis.—A. B. Rudy, 
RCA Victor, Record Div., was 
installed as new president of the 
Indianapolis P.A. Assn. 

Other officers are: Lester E. 


Davis, Pitman-Moore Co., first 
vice president; James B. Millis, 
Jones & Laughlin Steel Ware- 
house Div., second vice presi- 
dent; Paul E. Williams, F. H. 
Langsenkamp Co., treasurer; and 
Emil A. Hoppensteadt, Western 
Electric Co., Inc., secretary of 
the association. 


Arizona 


Phoenix, Ariz. — Arizona’s 
Gov. Paul Fannin called for a 
modernization of Arizona’s gov- 
ernmental purchasing techniques 


Brief 


at a recent Arizona P. A. Assn. 
meeting. 

Businesslike procurement 
methods for the various state 
agencies and functions, Fannin 
said, are being studied as the first 
step toward this goal. 

The governor thanked associa- 
tion members for their help in 
efforts to attract new business 
to the state. Several, including 
past president, Herb Bjornberg, 
Air Research Mfg. Co. of Ari- 
zona, are members of the gover- 


nor’s advisory committee for in- GOV. PAUL FANNIN, center, is welcomed by Herb Bjornberg (I) and 


dustrial development. 


W. J. Muller, Jr. (r) past and new president of Arizona P.A. Assn. 


Birmingham Sales Show 
Is Expected to Attract 
10,000 Southern P.A.'s 


Birmingham.—P.A.’s will find 
stock worth some $100-million, 
special prices, and prizes at the 
Seventh Annual Wholesale Days 
promotion here, Aug. 14-18. 

Last year 8,700 buyers from 
seven Southeastern states attended 
and spent more than $6-million. 
This year, George Stevens, com- 
mittee general chairman, expects 
attendance to top 10,000. e 

“Buyers for sponsor firms, 
Stevens said, “are stocking up on 
hundreds of items to be offered 
during the four days only to 
purchasing agents, institutional 
buyers, industrial buyers, and 
retailers.” 

Wholesalers are classified in 
four groups: food and drug di- 
vision; automative parts, radio 
and TV division; hardware and 
building materials division; and 
dry goods division. At the end 
of the four-day event each group 
will give a special prize to a buyer 
selected by a drawing. 
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designed to solve a universal maintenance problem... 


first manual impact wrench that works... 


LOOSENS THE TOUGH NUTS 
EVEN POWER WRENCHES CAN'T BUDGE! 


® Loosens “frozen”’ nuts in seconds 


There’s never been anything like Swench 
before. It is an entirely new concept in 
wrench design. Swench is the world’s 
only manual impact wrench, Here’s what 
Swench means to you... 


NEW SPEED— Nuts that previously had 
to be burned off can now be “‘Swenched 
off’’—with unbelievable ease—by one 
man—in a matter of minutes. 


NEW EASE—Only Swench in its torque 
class is truly portable . . . lets you take 
the wrench to the job—anywhere—with 
no auxiliary equipment, no power con- 
nections. 


NEW SAFETY— With Swench there’s no 
back-breaking, knuckle-knocking strug- 
gle... no dangerous handle extensions 


See for yourself! Swench is so differ- 
ent from anything you’ve experienced, 
you'll have to see it in action to be- 
lieve it. For a quick and convincing 
demonstration, contact Marquette. 
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... ho sudden release of a frozen nut... 
noshock transmitted through the handle. 


NEW POWER—Swench, size for size, 
gives greater—and more effective— 
torque than power wrenches. . . multi- 
plies torque applied to handle over 
1500% (yet all Swench’s power is built 
into the wrench itself). 


NEW ECONOMY—Swench saves in 
many ways ... no auxiliary equipment 
to maintain and man, no costly upkeep 
on the wrench, no man-hours fighting 
frozen nuts—and Swench costs less than 
half as much as wrenches with compa- 
rable impact power. 


NEW VERSATILITY—One Swench can 
handle more bolt sizes than any power 
wrench . . . loosening or tightening re- 
quires no special adjustments. 


NEW TENSIONING ACCURACY — Precise 
tightening is assured with Swench, fol- 
lowing simple instructions. 


® Tightens nuts to maximum practical tightness 


INSIDE STORY— How is all this possible? 
Unlike power wrenches that deliver 
many tap-like blows, or ordinary manual 
wrenches that apply steady torque, 
Swench builds up power in its super- 
strong spring for a mighty wallop that 
is released as torsional impact every 
time the handle is advanced slightly 
more than 30 degrees. 


Write for further information. 


“When you're up against the tough nuts... 
Don’t wrench it... SWENCH it!” 


MARQUETTE DIVISION 


CURTISS WRIGHT 


CORPORATION - 1156 GALEWOOD DRIVE, CLEVELAND 10, OHIO 
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PURCHASING IS AT THE TOP as V.P. works closely with company president (solid line), passes on policy to divisional P.A.‘s (dotted line). 


Big, Diverse Firms Create Purchasing Di 


being. This new policy-making P.A. is a top manager in 
every sense. However, this doesn’t mean that he is the 
answer to the purchasing profession’s demands for “top man- 
agement recognition.” This man is more like his fellow-V.P.’s 
than a P.A. because he’s a general manager rather than a 
specialist. 

His main job is to give local purchasing departments the 
policy guidance they need for local buying decisions. He’s the 
voice of Purchasing in the highest places, and you'll find him 
on general assignments, working on problems where materials, 
prices and costs, inventories, capital expenditures, trade rela- 
tions, and facilities planning come in. He advises on marketing, 
finance and engineering problems, too. 


Broad Background Needed 


Only a broad background in management can prepare an 
executive for this type of a job. This background can include 
experience in sales and engineering; he may have been director 
of government contracting, a manufacturing manager, or presi- 
dent of his own firm. It’s possible he changed fields, too, before 
coming into purchasing, say from sales to manufacturing. 

He’s also technically well-trained, usually with an engineering 
degree plus business knowledge in corporate finance, law, per- 
sonnel management, and organizational planning. Some new 
V.P.’s-Purchasing have delved into the mathematics of linear 
programing, statistics, operations research, and computer tech- 
niques. And they have learned to integrate their technical 
knowledge within the delicate balance between line and staff 
management. 

Although the title may differ from company to company, 
there’s surprisingly close agreement on the way this new man 
should fit into top management. The organization chart above 
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is a composite of what PURCHASING WEEK found to be typical 
of decentralized, diversified companies. The men at the right 
are chief purchasing staff officers who work in similar set-ups. 

Of course, there are variations in each company. But the 
chart illustrates the key to the system: top level staff coor- 
dination, and a balance between staff and line management 
down to the lowest operating level. 


How It Works 


Here’s how it works. In a decentralized company, the divi- 
sion or product line managers take full profit responsibility for 
their divisions. They run them much as if they were president 
of their own company, and generally share in the profits 
through stock options or bonuses. 

In the manufacturing division of Product Line “A” the P.A. 
takes his orders from his immediate line superior, not the 
V.P.-Purchasing. That’s because line management must have 
control of purchased materials’ costs in decentralization. In 
other words, management’s chain of command is “down the 
line” through the line V.P.’s and their subordinate managers. 

However, there’s another communication flow. That’s the 
staff relationship between the corporate president, the vice 
president for purchasing and P.A.’s at division level. It’s a flow 
of policy, advice, consultation, coordination—not direct line 
orders. This is illustrated by a dotted line from the vice presi- 
dent on down to the P.A. 

To help him carry out his staff functions, the vice president 
may have a staff group at corporate headquarters as shown 
above. These specialists provide services for the P.A. that the 
local level couldn’t afford, and also prepare special reports for 
top management. The system is much like that used for some 
years in industrial relations. 
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\ Harvey C. Hopkins, 
ACF Industries, Incorporated 


David S. Gibson, 
Worthington Corporation 


George J. Papas, 


Hermann K. Intemann, 


Rheem Manufacturing Company 


Union Carbide Corporation 


Vincent DePaul Goubeau, 
Radio Corporation of America 


Paul B. Wilson, 
Raytheon Manufacturing Company 


Directors With Top Management Rank 


: Industries 
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draws on experts from research, engineering, and personnel 
when he needs help. 

Hopkins gained broad management experience in engineer- 
ing, manufacturing, and purchasing at American Can Co. He 
also had American Can’s top purchasing job: a vice presidency. 
Before he moved to ACF, he was president of King Con- 
tainer Corp. 


Rheem Mfg. Co. 


Another variation, time-proven for a number of years at 
the Rheem Mfg. Co., New York, was developed by George 
Papas, vice president for purchasing and traffic. Rheem has 
eight operating divisions whose products range from plumbing 
fixtures to automation systems and electronics. 

Papas, unlike Hopkins, has a staff which handles such addi- 
tional responsibilities as management of inventories and alloca- 
tion of steel contracts. Rheem also has a value analysis pro- 
gram, a comprehensive policy manual, and a training program 
administered from headquarters. 

The organization at Rheem is set up to “give maximum 
autonomy with maximum control,” says Papas. “Each division 
has as much authority as they need to carry out their day-to-day 
responsibilites. However to do this, they must have procedures 
and rules to work with.” Papas believes this is easier to do 
when there’s a common ground of interest: steel, in this par- 
ticular case. 


Raytheon Mfg. Co. 


Paul B. Wilson, purchasing director at Raytheon Mfg. Co., 
Waltham, Mass., has an extensive specialized staff that meets 
the needs of a diversified firm making consumers, industrial, and 
government products. Raytheon buys at 35 locations, spending 
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about $1-million a day, with divisional buyers reporting to 
division management. 

On the central staff is a government contracts specialist, a 
forms, systems and procedures analyst, economists, and experts 
on leasing, real estate, construction, MRO items, and office 
supplies. 

Wilson concentrates on policy development, and reports to 
top management on matters in procurement, materials, produc- 
tion control, and facilities planning: He also serves on top-level 
task-force committees. 


Worthington Corp. 


In contrast, David S. Gibson of Worthington Corp. believes 
the central staff should be held to a minimum. “You don’t 
need many people to set policy,” says Gibson. Worthington, 
with headquarters in Harrison, N. J., is typical of old line 
companies that began to expand and diversify. It now has 
15 divisions and four subsidiaries. 

Worthington management went through a carefully planned 
program in 1956 when it adopted decentralization. Gibson 
realized that “you must have decision-making on the lowest 
possible level, consistent with policy.” Now his efforts are 
directed toward setting up “guideposts and procedure” so local 
people can use their initiative. One part of his approach: a 
purchasing manual coupled with a professional development 
program. 

New to the purchasing policy-making is Hermann K. Inte- 
mann of Union Carbide, who was formerly president of Union 
Carbide Metals, Co. (see PW, July 18, 60, p. 1), and a line 
manager by background. At top right is Vincent Goubeau, 
Vice President for Purchasing, Traffic and Packaging at RCA. 
His company has used decentralized purchasing since 1947. 
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This Week’s 


Foreign Perspective 


AUG. 8-14 


Geneva—Member governments of the General Agreement on Tariffs and 
Trade are busily preparing foreign trade policies to take with them to the 
coming GATT negotiations here next January. 

The meeting will decide to what extent—if any—members will lower tariffs 
to one another in order to further reciprocal trade over the next year. 

What this may mean for the American P.A. could be increased bargain 
opportunities from Europe. 


U.S. officials—be they Republican or Democratic—will go to Geneva pre- 
pared to accept reasonable reciprocal tariff reductions in product areas that 
won't kill American businesses. 

A long list of 2,500 items already has been drawn up by the Administra- 
tion for presentation to the GATT meeting, and hearings are currently being 
held in Washington to decide whether domestic producers of any of these 
items would be injured by lower tariffs (see PW, July 25, ’60, p. 1). Loudest 
cries of anguish, so far, are coming from the chemical and drug industry, 
producers of textiles, iron and steel products, machine tools, electronic equip- 
ment, and nonferrous metals and minerals. 


DON’T WASTE MONEY 
ON “DO-IT-YOURSELF” 
CABLE ASSEMBLIES! 


Buy ’em better —for less—from Macwhyte! 


e Precision-made to the exact length, strength, 
and flexibility required for your equipment 
© “Safe-Lock” swaged fittings develop the 
] full strength of the wire rope 
] e Assemblies are absolutely uniform — right 
/) every time 
( e Can be given your parts number for easy 
( reordering and resale 
, © Neat, trim appearance blends with today’s 
\ modern designs 
@ You know the complete cost — there are 
\. no cost variables as when assemblies 
are hand-made in a non-specialized shop 


minis 
SAVE TIME—SAVE MONEY >= 
Here’s a handy and helpful guide ~~ 
for selecting, designing and “= 
ordering factory made cable as- . 
semblies. Send for your copy |#@ 
of catalog No. 5601, to | 
Macwhyte Wire Rope 
Company, 2900 14th 
Ave., Kenosha, Wis., 
U.S.A. 


» SWasce 
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London—England has now come out with a fairly clear cut foreign trade 
philosophy to take to Geneva. 

The British have abandoned for the time being all hopes of a direct rap- 
prochement with the European Common Market. However, they want to 
prevent an economic war betwwen the “Inner Six” and their own “Outer Seven.” 

While such a war might mean lower prices and real bargains for U.S. 
purchasing executives, in the long run it could mean economic ruin for Europe 
and the West. 

So the British will go to Geneva with proposals for reciprocal cuts of 20% 
between GATT members in order to soften any possible discrimination between 
the two European trade groups. 

While most British industries have not yet responded to the announced 
government intentions, automakers, at least, have come out in favor of a 20% 
tariff cut. If they can get the U.S. to act reciprocally, P.A.’s can look for 
British cars to recapture some of the ground they’ve lost to U.S. compacts. 


Paris—The French government, still without any “official” stand concerning 
the conference, will go with its usual liberal attitude. 

Their representatives will be somewhat limited, however, since they can’t 
commit France to any tariff cuts without the okay of their Common Market 
partners. 

But De Gaulle’s government wants more trade with the U.S., has already 
cut French tariffs to further this aim, and will continue to do so where it can— 
without hurting its European partners and without hurting any U.S. industries, 


One thing seems clear, however, as the GATT conference approaches. All 
the Western allies will go to Geneva “in a spirit of good will,” with a view 
toward greater reciprocal flow of goods among nations. 

Without exception, representatives of the British, French, and other Western 
governments told PURCHASING WEEK they won't be going to Geneva “to try 
and bargain for concessions that may hurt other nations. 


London—British sources think London rubber prices will hold steady over 
the near term. 

This thinking is based on reduced stockpile sales by the Board of Trade, 
which helped prices slide steadily throughout July to their lowest level for 
the year. Once the price goes below 18¢, however, the Board of Trade will 
restrict sales to 2,400 tons/month. 

Another reason industry sources feel the price has hit bottom is that Russia 
and China may soon start coming back on the market. The Russians had 
held back in order to force prices lower. They’ve now accomplished their aim. 


New Delhi—One outcome of the Cuban-American sugar dispute is a 
reported sounding out of the Indian government by American officials interested 
in a new, friendlier supplier of that commodity. 

India is now in a position to spare up to 250,000 tons of sugar annually and, 
with America already paying 50¢ higher than world market prices, is reported 
quite keen to get its thumb in a very rich pie. 

One possible block to such an arrangement, authoritative sources here say, 
is the Indian government’s desire to stay out of the Havana-Washington and 
Moscow-Washington quarrel. 

Some sources say India would like to open the deal by supplying a smaller 
amount, such as 100,000 tons, to see just how big a hornets’ nest is stirred up. 
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Cock 


...@nd your 
delivery problems! 


Why? Because D-C takes the entire 
responsibility for delivering 

your order for parts, materials, 

or merchandise on time and in good 
condition. Only D-C can offer one-carrier 
responsibility coast-to-coast because 
only D-C goes direct coast-to-coast! 
One-carrier handling. ..one-carrier 
control... non-stop, straight-through 
service all the way on D-C 
equipment...cuts 20% off 
running time... assures 

you on-time delivery every time! 


Specify the Dependable Carrier... 
DL... coast-to-coast choice for 
coast-to-coast service! 
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Foreign News in Brief 


U.S. Sales Drive 

London — Standard-Triumph 
International Ltd. will launch a 
concentrated drive to increase its 
U.S. sales. 

In addition to increasing its 
New York subsidiary’s capitaliza- 
tion by $2.8-million, the com- 
pany intends to take over two 
undisclosed American sales terri- 
tories previously handled by 
American distributors. 


Chemical Output Up 

Tokyo — Soaring Japanese 
chemical production showed a 
21% gain during the first six 
months of 1960, making chemi- 
cals this country’s fourth largest 
manufacturing industry. 

Biggest increases, according to 
a report by the Ministry of Inter- 
national Trade and _ Industry, 
were in organic synthetics—tar, 
fertilizers, non-resins and plastics, 
and synthetic dyes. 


GM Expands Warehouse 


Oshawa, Ont.—General Mo- 
tors of Canada, Ltd. will double 
the size of its 13-acre parts ware- 
house here. The expansion proj- 
ect is expected to be completed 
in the fall of 1961. 


Hungary Boosts Exports 

Budapest—Hungary increased 
its exports to the free world by 
15% over the first half of 1960, 
the Hungarian Central Statistical 
Agency revealed in its semi-an- 
nual industrial output report. 

At the same time, the report 
states, the country increased sales 


Auto Parts Firms 
Ask for Protective 
Tariffs in Canada 


Toronto — The Automotive 
Parts Manufacturers’ Association 
here has warned the Canadian 
government that the auto parts 
industry cannot survive without 
tariff protection. 

“Action is urgently needed to 
save the jobs of Canadians work- 
ing in the automotive industry,” 
an association official told the 
government at a series of meet- 
ings with federal cabinet minis- 
ters, including Prime Méinister 
John Diefenbaker. 

The association, which repre- 
sents 100 companies, employing 
30,000 workers, asked the minis- 
ters for higher tariffs and other 
protection against imported cars 
and parts. 

It said that between 1956 and 
1959 Canadian automobile pro- 
duction for the domestic market 
had slumped 22%, while foreign 
imports had climbed 85%. 

“If cars are not produced in 
Canada,” the association warned, 
“the parts manufacturer has no 
market for his products.” 

The association warning, how- 
ever, brought a sharp reply from 
the Canadian Association of Brit- 
ish Manufacturers and Agencies, 
of Toronto. 

“Trade must be a two-way af- 
fair,” the British representatives 
retorted, “and, if Canada is to 
go on increasing its exports to the 
U.K., it must continue to buy 
more and not less from that 
country.” 
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to its fellow Iron Curtain coun- 
tries by 13% compared to the 
same period last year. Heavy in- 
dustrial products led the export 
gains with an 18% growth, while 
consumer goods showed gains of 
only 9%. 


Bow Builds 


Vancouver, B. C. — Dow 
Chemical Co. of Canada, Ltd. 
will start construction of a $3 to 


itial plant will manufacture phe- 
nol, and intermediate chemicals 
used to make plastics, weed kill- 
ers, pharmaceuticals, and var- 
nishes. Ultimately, the plant may 
represent an investment of $20- 
million, they added. 


Firm Expands Plant 
Toronto — Polyresins, Ltd. 
wholly owned subsidiary of Bate 
Chemical Corp. has completed a 


Shell Cuts London 


London—Shell Chemical Co. 
Ltd. has slashed 10% off domes- 
tic prices of basic grades of poly- 
styrene. 

Under the new Shell price 
schedule, crystal will be sold at 
27¢/lb., down 314 ¢, while colors 
will be priced at about 33¢, also 
down 3% ¢. 

Premiums for small quantities 
of special colors and delivery 
charges have also been dropped 
from the new price list, although 
customers will still have to pay 


Polystyrene Prices 


the reductions to Shell's new 
styrene monomer plant which 
has now gone on stream at Car- 
rington, near Manchester. In ad- 
dition, Shell has increased pro- 
duction capacity at its polystyrene 
plant. 

Other British polystyrene pro- 
ducers, including British Resin 
Products, BX Plastics, O & M 
Kleemann, and Monsanto, are 
expected to follow Shell with 
similar cuts. 

“You can take it that we shall 


$4-million plant on 
Island near here this October. 
Company officials said the in-{ plant here. 


Tillbury | $250,000 expansion of its vinyl, 
acrylic, and 


extra for “special coloring ef- 
styrene emulsion | fects.” 


P< 
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Picks up 97000 saving in screws 


Fastener survey by RB&W cites big saving 


in simple substitution of fastener types 
...no engineering changes needed 


There were no engineering changes 
at all involved in this hard-to- 
believe case of cost reduction. The 
RB&W Fastener Man, called in to 
survey the use of fasteners in this 
particular company’s machine, was 
asked to submit recommendations 
on a size for size substitution only. 

Annual production consumed 
about 1% million fasteners. Since 
the RB&W fastener specialist saw 
neither a design nor appearance 
reason for the costly alloy fasteners 
being used, he suggested (1) clutch 
head screws to replace the existing 
alloy screws; (2) standard bright 
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and high carbon hex screws to be 
used at all other locations. Just that 
simple. At prevailing prices, costs 
of parts studied totaled $120,000; 
cost of the suggested fasteners: 
only $23,000 . . . a whopping, realiz- 
able $97,000 saving. Pure profit! 
Are you sure you’re not wasting 
fastener dollars? True, the savings 
offered may be more modest than 
the special case above. But they’re 
certainly worth looking for through 
the eyes of an RB&W fastener ex- 
pert. No obligation. Write Russell, 
Burdsall & Ward Bolt & Nut Com- 
pany, Port Chester, New York. 


116th year 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock 
Falls, til.; Los Angeles, Calif. Additional sales offices 
at: Ardmore (Phila.), Pa.; Pittsburgh; Detroit; Chi- 
cago; Dallas; San Francisco. Sales agents at: Cleve- 
land, Milwavkee; New Orleans; Denver, Fargo. 
Distributors from coast to coast. 


not be selling at higher prices 
than Shell,” declared a Monsanto 
Company officials attributed | official. 


The Fine Print of Purchasing 


The LAW and YOU 


PROVE IT 


The burden of proof is on you as buyer—if you want to set aside an ordinary 
buy contract because of false representations made by the seller. To get out 
of such a contract you must prove every one of these points: 


(1) The representation was false. 
(2) Seller knew it was false. 


(3) Buyer relied on the representation. 
(4) Buyer would not have entered into the contract if he had known the 


representation was false. 


If you can’t prove every one of these conditions, the contract can’t be set aside 
on the ground of false representation. This doesn’t mean however, that you can’t 
cancel it on other grounds. In one recent case, for example, a buyer who couldn’t 
prove one point simply switched the charge from false representation to breach of 
warranty—and the contract was canceled. 

7 « 


NOT VALID 


A purchase contract is not valid unless both parties are bound to it, Thus, a 


Personal loan companies have found 
that the self-addressed return en- 
velope encourages promptness and 
insures accuracy in the mailing of 
installment payments. U. S. E. de- 

‘ “two envelopes in one’’: 
eliminated addressing, simplified 
inventory, reduced costs... Account 
_ book is slipped into one of these 
envelopes so that the borrower's 
name and address, already typed on 
the cover, appears in the address 
window. Return envelope is used to 
mail the book and payment back 
to the company. , 


PEA oe os. 


Executive with a problem 
found the answer in a — 
U.S.E. Special Duty Envelo 


Our experience and facilities are available to help you develop 
a U. S. E. Special Duty Envelope for mailings, business sys- 
tems or packaging. The whole fascinating story is told in a 
book: ‘“‘HOW EXECUTIVES SOLVE BUSINESS PROBLEMS 
with U.S. E. Special Duty ENVELOPES..”’ It’s free . . . please 


have your secretary drop us a line. 


United States Envelope Company 
General Offices * Springfield 2, Massachusetts 
Business benefits wherever the envelope is an executive decision 


provision that gives only one party the 
arbitrary right to cancel the contract, at 
any time, voids the agreement. This does 
not apply, however, when a provision ex- 
cuses one party from performance for 
reasons beyond his control. Example: A 
contract is valid even though seller is not 
held liable for delay or failure due to 
strike, fire, war, or other specified cause. 
& * * 


SHOW ME 


The terms printed on a receipt are not 
binding, the courts usually say, unless 
they are pointed out to you. Example: 
You park your car in a garage and the 
attendant hands you a receipt. On its 
back is printed: “The owner of this garage 
shall not be liable for damage or theft.” 
Under the circumstances you expected to 
receive a receipt, not a contract. You 
would, of course, be bound by the con- 
ditions on the receipt if the attendant 
pointed them out to you. 
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TIME’S A WASTIN’ 


Goods bought on approval must be re- 


Here’s why 
we're up to our ears 
in screws ! 


.. SOUTHERN SCREWS 


A stock of 1,500,000,000 fasteners is a 
whale of a lot of screws, bolts and nuts. 
Why maintain such a huge stock? Why 
mention it in our ads? 


The reason 1,500,000,000 fasteners are 
stocked in Southern Screw’s Statesville 
plant is to let you know that regardless of 
the size, head style, materials or finish of 
the standard fasteners needed for profitable 
assembly in your plant, Southern carries 
them in stock. This means that your order, 
large or small, can be on its way to you 
within hours after it is received, if you re- 
quest rush service. 

And you can be sure that the Southern fas- 
teners you order are quality fasteners made 
with the know-how that comes from nearly 15 
years of specialization in fasteners exclusively. 


YOU are the reason we are up to our ears 
in fasteners! Southern makes them for you, 
stocks them for you. We are ready—today— 
to fill your order, whether for standards or for 
specials. Ask your local Southern distributor for 
our current Stock List or write direct to: 
Southern Screw Company, P. O. Box 1360, 
Statesville, North Carolina. 


Manufacturing and Main Stock in Statesville, 
North Carolina. Warehouses: New York @ 
Chicaga @ Dallas @ Los Angeles 

Machine Screws & Nuts * Tapping Screws * 
Stove Bolts * Drive Screws ® Continuous 
Threaded Studs * Carriage Bolts © Wood 


South 


SCREW COMPANY 


turned within a reasonable time if you 
don’t want them. if there’s an unreason- 
able delay, you become the owner of the 
goods, the laws says. 

In a recent case, buyer asked seller by 
letter to ship some tools on a 30-day 
trial basis. A month after the 30-day 
trial period expired, buyer notified seller 
he was returning the goods. But the de- 
lay was unreasonable, the court ruled, 
and title to the goods passed to the buyer, 
who had to pay for them. 


CREAM OF THE JEST 


An offer made in jest—and accepted in 
the same spirit —is not binding. Take this 
case: 

On seeing a rather persistent salesman 
~—whose prices were way out of line— 
for the third time in one week, a P.A. said: 
“All right, I'll take 1,000 of your #7 
wrenches at triple your regular price.” 
Everyone in the office had a good laugh, 
including the salesman, who replied, “I'll 
have them shipped right away.” 

You guessed it—the next day the P.A. 
received and was billed for the wrenches. 
But the court said the P.A. didn’t have 
to keep or pay for them, since the offer 
obviously was made in jest. 

This doesn’t mean, however, that you 
can get out of a contract by claiming it 
was all in fun, when your conduct was 
such that a reasonable person could be- 
lieve that there was an element of serious- 
ness in what you said. 


HANDS OFF 


Federal government contractors are not 
subject to State sales and use taxes, says 
the Supreme Court in a case involving du 
Pont Co. and the South Carolina Tax 
Commissioner. 

Du Pont has a dollar-a-year contrat 
with the U.S. government to direct the 
Savannah River Project, a U.S. facility 
that produces nuclear materials. Under 
the contract, du Pont also acts as purchas- 


ing agent for the project and title, to all — 


supplies and equipment is vested in the 
U.S. Since the U.S. is immune from 
ordinary sales and use taxes, its purchas- 
ing agent, du Pont, is also immune, the 
high court rules. oe wane 


(The above material was prepared by Syd- 
ney Prerau of the J. K. Lasser Tax Institute for 
PURCHASING WEEK. Reader inquiries on gen- 
eral tax and legal aspects of purchasing will be 
discussed here in accordance with space limita- 
tions and applicability.) 


LESCHEN WIRE ROPE DIVISION 


H. K. PORTER COMPANY, INC. 
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Industry News in Brief 


Mill Starts Production 


Catawba, S. C.—England’s 
Bowater Board Co. has started 
full scale production at its new 
plant here, the first major hard- 
board mill in the eastern United 
States. 

The new plant, designed to 
manufacture 160-million sq. ft. of 
board annually with a newly de- 
veloped air process, marks tthe 
first step toward diversification in 
North America by the giant 
Bowater organization. 


Federal Pacific Buys 


Newark—Federal Pacific Elec- 
tric Co. has acquired Pioneer 
Electric Ltd., of Winnipeg, one of 
Canada’s leading electrical equip- 
ment manufacturers. 

The $5-million acquisition, 
which makes such products as 
transformers, switchgear, heating 
systems, and special control de- 
vices, has five Canadian plants. 


Oil Firm Expands 


Dallas — American Petrofina, 
Inc., has acquired some new nat- 
ural gas properties in Texas 
which are expected to lift com- 
pany sales and reserves of oil 
and gas by 16%. 

Included in the purchase are 
28 wells, producing 225-million 
cubic ft. of natural gas/month, in 
Willacy and Hidalgo Counties. 


New Equipment Added 


Syracuse — Niagara Mohawk 
Power Corp. has installed a new 
electronics analyzer, designed to 
increase efficiency and economy 
in production and exchange of 
electric power in its plant here. 

The new equipment will speed 
up and improve methods of 
selecting the most economical 
generating schedule for the 92 
plants in the company’s system. 


Add One Member 


Burbank, Calif.—Hydro-Aire 
Co., manufacturer of controls for 
aircraft, missiles, and trucks, has 
become a member of Crane Co.’s 
new Systems and Controls Group. 

Other members of the group, 
designed to permit exchange of 
research and integration of prod- 
uct lines, are the Chapman Valve 
Manufacturing Co., of Indian 
Orchard, Mass., and Swartwout 
Co., of Hooksett, N. H. 


Firm Gets Green Light 


Wilmington, Del. — Bestwall 
Gypsum Co. has received a green 
light from this city’s government 
to build a $7.5-million gypsum 
works at the Marine Terminal 
here. 


Wolverine Moves 


Boston—Wolverine Equip- 
ment Co., producers of high 
velocity dryers for the paper in- 
dustry, has moved into a new 
headquarters in Cambridge, 
Mass. 

The headquarters includes a 
new plant and laboratory at 745 
Concord Ave. Main manufactur- 
ing division will continue at 


New Distributors Added 


Philadelphia — International 
Resistance Co. has named seven 
manufacturers’ representatives to 
handle the firm’s new line of en- 
gineering type products in the 
Western portion of the country. 

The new sales agents will sell 
International’s line of circuitry, 
flat laminated cabling, precision 
potentiometers, and displacement 
transducers. The new lineup in- 
cludes: Western Sales & Engi- 
neering, and C. R. Lynch & Sons, 
in Los Angeles; Allan-Cochrane 


Co., San Mateo, Calif.; Long & 
Associates, Redwood City, Calif.; 
Electronic Components, Denver; 
Carl Hower, Scottsdale, Ariz,; 
and Arva, Inc., Seattle. 


Pacific States to Build 


San Francisco—Pacific States 
Steel Corp. has arranged $3.6- 
million financing for completion 
of a rolling mill and blast furnace 
at its plant in Niles, Calif. 

The blast furnace, first in 
Northern California, will be com- 
pleted in about 18 months. 


Make or Buy? Koehring Ponders, 
Decides to Quit Foundry Business 


Milwaukee — Koehring Co., 
makers of construction, metal 
working and plastic machinery, 
has decided to get out of the 
foundry business. 

Choosing to buy rather than 
continue making castings, Koeh- 
ring has sold its foundry division 
in Milwaukee to Mueller Indus- 
tries, Wausau, Wis., which oper- 
ates several foundries through- 
out the Midwest. 

O. R. Mertz, Koehring vice- 
president-finance, said the com- 


pany’s requirements could be ob- 
tained more economically by 
purchase from the new owners of 
the foundry. He declined to give 
any estimate of the savings. 

Arthur E. A. Mueller, board 
chairman of the foundry firm, 
said the acquisition would mean 
adding as many as 150 workers 
to the existing work force. Plans 
call for the rehiring of many 
Koehring foundry workers who 
had been laid off in recent 
months, he said. 


“You can save more than half 
at our newest /ow rates; 
and perhaps even more 


on heavier weights” 


—says the Railway Express Eager Beaver 


Lawrence, Mass. 
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New low rates apply on a large number of commodities—and sav- 
ings are substantial, up to 60% in some instances. And there's no 
extra charge for door-to-door delivery within published limits. Keep 
this in mind when you're shipping or receiving. Call your local 
Railway Expressman today for details of our Eager-Beaver Service! 
(You get Eager-Beaver Service when you ship Air Express, too!) 


LET THE EAGER BEAVER DO IT! 
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Intercom 
Only 3-In. High 


Intercom unit overcomes 
high noise levels. The com- 
pact device delivers up to 
20 watts of power to every 
station, regardless of num- 
ber called and is completely 
transistorized. The unit pro- 
vides an incoming call chime 
and visual busy signals. 

Price: From $36. Delivery: 
immediate. 

Talk-A-Phone Co., 5013 
N. Kedzie Ave., Chicago 25, 
Ill. (PW, 8/8/60) 


Here's your weekly guide to... 


—— 


Adding Machine 


Keeps Entries Visible 


Adding machine (10-key) 
adds, multiplies, and sub- 
tracts at speeds close to 3 
cycles/sec. The unit has a 
transparent tear-off bar to 
keep entries visible. The de- 
luxe model features special 
controls for quick handling 
of problems in division. 

Price: $129.50 to $189.50. 
Delivery: immediate. 

Smith-Corona Marchant, 
Inc., 700 E. Water St., Syra- 
cuse 1, N. Y. (PW, 8/8/60) 


SR REE A TV Camera 


Is Lightweight 


Portable TV camera for 
industrial use at low light 
levels gives 800 lines hori- 
zontal resolution. The 15- 
Ib. device has transistorized 
circuits and can operate re- 
motely from a camera con- 
trol. The camera is equipped 
with a multi-bulkhead cable 
as its video output connec- 
tor. 
Price: approx. $8,000. De- 
livery: 4 mo. 

Dage Television Div.; 
Thompson Ramo Woold- 
ridge, Inc., Michigan City, 
Ind, (PW, 8/8/60) 


Stapler 
Works Electrically 


Electric stapler has foot 
and knee switch to keep op- 
erator’s hands free. The ma- 
chine can handle up to 32 
sheets of 20-lb. bond or 
mimeograph paper, and holds 
210 standard % in. staples. 
An adjustable back gage on 
the device sets at any depth 
up to 4% in. 

Price: $59.50. Delivery: 
immediate. 

Staplex Co., 777 5 Ave., 
Brooklyn 32, N. Y. (PW, 8/ 
8/60) 


Bookcase 
Fits on Desk 


Bookcase, 25-in. deep, fits 
on desk or table top. Avail- 
able in grey, tan, and 2 
shades of green, the bookcase 
comes in a variety of heights 
and lengths. 

Price: $8.50 (7 x 25x 7% 
in.) Delivery: immediate. 

Lit-Ning Products Co., 
National Sales Office, 170 N. 
Robertson Bilvd., Beverly 
Hills, Calif. (PW, 8/8/60) 


Gun Drill 
Has 4 Spindle Speeds 


Gun drill for large turret 
lathe provides four spindle 
speeds for different drilling 
needs. The device mounts 
right on the turret face. Its 
design is compact: distance 
from spindle end to turret 
face is just 72 in., for max- 
imum clear working space. 

Price: $690. Delivery: 3 
wk. 

Ward-Riddle Co., Ra- 
venna, O. (PW, 8/8/60) 


Pressure Switch 
Has New Design 


Pressure switch for pilot 
duty work on pneumatic and 
hydraulic process and ma- 
chine tool systems has one 
normally open and one nor- 
mally closed contact. A bel- 
lows design is offered for 
ranges up to 300 psi., and a 
piston design for ranges to 
3,000 psi. — 

Price: $33.40 to $60.80. 
Delivery: immediate. 

General Electric Co., Sche- 
nectady 5, N. Y. (PW, 8/8/ 
60) 


Polishing Wheel 


Adapts To Contours 


Flap wheel adapts to the 
contours of an object for 
grinding or polishing. A 
built-in center ring in the de- 
vice holds up to 1,500 cloth- 
backed abrasive flaps. The 
wheel is available in alumi- 
num oxide or silicon carbide, 
in diameters of 6 in. through 
24 in. 

Price: From $7.70 (6-in. 
dia., 2-in. face). Delivery: 1 
wk. 

Schaffner Mfg. Co., Inc., 
Schaffner Center, Emsworth, 
Pittsburgh 2, Pa. (PW, 8/8/ 
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Power Screwdriver 
Is Miniaturized 


Power screwdriver runs 
from a 24-in. flexible shaft 
on a 1/10 hp. motor and 
handles screws and nuts up 
to Size 4. Recommended for 
small assembly production 
work, the device doubles as a 
nut-runner, and features a 
pickup-finder for any type of 
screw. Design is highly mini- 
aturized. 

Price: approx. $125. De- 
livery: 2 wk. 

Foredom Electric Co., Inc., 
Sales Dept., Bethel, Conn. 
(PW, 8/8/60) 


Thickness Gage 
Works Ultrasonically 


Portable thickness gage 
ultrasonically measures wall 
thicknesses (.025 in. to 2.50 
in.) from outside surface. 
The battery-run gage has an 
accuracy of plus or minus 
1%. Its housing is an im- 
pact-resistant plastic case. 

Price: $1,280. Delivery: 
4 wk. 

Magnafiux Corp., 7300 W. 
Lawrence Ave., Chicago 31, 
Il. (PW, 8/8/60) 


Dust Hood 


is Aluminum 


Aluminum dust hood for 
handling semiconductors, 
miniature ‘bearings, servo- 
mechanisms, tube compo- 
nents, and other delicate 
assemblies has a safety glass 
window and built-in fluores- 
cent lighting. A blower at 
the top forces room air into 
the hood through a filter. 

Price: $350 (no arm ports) 
or $380 (with arm ports). 
Delivery: 2 to 4 wk. 

Air-Shields, Inc., 4 County 
Line Rd., Hatboro, Pa. (PW, 
8/8/60) 


Power Supply 
Mounts on Rack 


Rack-mounted power sup- 
ply yields output of 300 v. to 
500 v. de at 0 to 500 ma. 
The device gives load regula- 
tion of .1%, and its panel 
features a-c and d-c output 
terminals, switches, pilot 
lights, voltage range selector, 
and vernier control. 

Price: $310 (without me- 
ters) or $350 (with meters). 
Delivery: 4 wk. 

Trans Electronics, Inc., 
7349 Canoga Ave., Canoga 
Park, Calif. (PW, 8/8/60) 


Another PURCHASING WEEK service: Price and 
delivery data with each product description. 


-———— This Week’s 


Product Perspective 


AUG. 8-14 


Non-destructive testing methods are finding a permanent spot in plant 
manufacturing and maintenance operations all over the country. These tech- 
niques are growing in popularity because it’s becoming harder and harder 
to inspect a part—and more and more expensive to scrap a complicated final 
assembly because of one “weak link.” For example: 


© A casting may look perfect on the surface—but tiny cracks below the 
surface may break the part in half once a load is applied. 


© The outside of the storage tank may look fine—but one spot on the side 
has corroded three-quarters through and will burst within the month. 


The vast majority of non-destructive tests are carried out by one of four 
techniques: ultrasonic, dye penetrant, radiographic, and magnetic particle. 
The U.S. delegation to the 3rd International Conference on Non-Destructive 
Testing held in Tokyo reported a “tremendous growth of interest in non- 


destructive testing applications and procedures.” Some of the newest develop- 
ments include: 


ULTRASONIC TESTING: 


Industry standards for ultrasonic testing of tubular products now include: 
material specifications and application methods, instrument reference settings, 
direction of search, wave forms, acceptance reference standards, and accept- 
ance criteria. 


Specifications have been generally accepted for forgings, wrought railroad 
wheels, carbon and alloy steel blooms, slabs, billets, bars and plates; super 
alloy billets, bars, sheets, plates, tubes, forgings, castings, and tool steels. 


An ultrasonic testing device is determining the thickness of buried tanks, 
as a corrosion evaluating tool. 


An ultrasonic thickness measuring system which operates on equipment 
with only one accessible side determines corrosion rates of .005 in. to .010 
in. per year. This system is used on refinery, petroleum, and chemical pipes 
and tanks; ship plating and bulkheads; and power plant boilers and tubes. 


Commercial laboratories are using pulsed ultrasonic equipment for flaw 
detection in crank shafts, engine parts, pumps and diversified industrial main- 
tenance problems. 


Radiographic examination of welds is being correlated with ultrasonic test 
results; the ultrasonic testing being applied both for pre-scanning and post- 
evaluation of the radiographic images. 


Immersed ultrasonic automatic inspection of small diameter tubing is now 
a routine production control procedure. 


Semi-automatic ultrasonic inspection of welded and seamless pipe and 
tubing has gained widespread acceptance. 


Extensive study and development of ultrasonic testing of aluminum has 
resulted in reference standards and production of standard aluminum 
reference blocks. 


Uitrasonic testing of railroad car shafts and journals is now routine for 
maintenance of “in service” cars. 


Ultrasonic inspection is a standard specification for plates, forgings, cast- 
ings, and piping destined for nuclear service. Suppliers and fabricators are 
gradually upgrading their specs and training the people to meet these demands. 
There is still reluctance to consider ultrasonic testing as a “go-no go” test, 
due to lack of correlation of ultrasonic tests with the physical conditions of 
the material tested. 


Heat shock resonant ultrasonic testing, both contact and immersed, for 
checking sandwich bonding has been reported. 


PENETRANT TESTS: 


Dye penetrant testing on austenitic castings, has been coupled with a 
better understanding of its limitations—and more specific application and 
interpretation procedures. 


Both fluorescent and dye penetrants are being applied for the inspection 
of tubular iron and steel products. 


Production line inspection and field maintenance penetrant inspection 
are considered customary for jet engine parts. 


Military specifications not only require dye and fluorescent penetrant 
inspections, but also demand qualification of the test operators, and specify 
the quality of the test materials. 


Next week’s Perspective will take a close look at radiographic and mag- 
netic particle inspection. 
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Oven 
Heats to 500 F 


Laboratory oven provides 
temperatures between room 
and 500 F inside the 11 in. 
x 12 in. stainless steel vac- 
uum chamber. The unit is 
recommended for processing 
and testing electronic com- 
ponents. Its design features 
central controls and a safety- 
glass window. 

Price: $395. Delivery: 3 
wk. 

Labline, Inc., 3070 W. 
Grand Ave., Chicago 22, Ill. 
(PW, 8/8/60) 


Oscilloscope 
Has 24 Sweep Times 


Oscilloscope provides 24 
calibrated sweep times, 0.1 
microsec/cm to 5 sec/cm, 
with an accuracy of + 3%, 
in a de bandwidth ranging to 
1 mc. When used with a 
special amplifier, the device 
can yield simultaneous view- 
ing of 2 phenomena. 

Price: $1,850 (oscillo- 
scope): $350 (amplifier). De- 
livery: 13 wk. 

Hewlett-Packard Co., 1501 
Page Mill Rd., Palo Alto, 
Calif. (PW, 8/8/60) 


Button 


For Stamping Press 


Palm-operated push but- 
ton for stamping presses 
mounts in a machine cavity 
or in its own oil-tight en- 
closure. Non-telegraphing 
single-pole double-throw 
snap switch is standard, but 
the device is also available 
with 2 switches for double- 
pole, double-throw action. 

Price: $24.50 to $38 (with 
box) or $18.50 to $32 (with- 
out box). Delivery: immedi- 
ate. 

Square D Co., Dept. SA, 
4041 N. Richards St., Mil- 
waukee 12, Wis. (PW, 8/8/ 
60) 


Boiler 
Automatic Operation 


Automatic boiler is avail- 
able in ratings of 80, 125, 
150, and 200 bhp at 125 psi. 
The gas-fired model comes 
equipped with a burner newly 
designed for quiet operation. 
The unit is shipped ready for 
hook-up to power, steam, wa- 
ter, and fuel lines. 

Price: $6,000 to $10,000. 
Delivery: 4 wk. 

Eclipse Boiler Div., Chat- 
ga Tenn. (PW, 8/8/ 


lL. Seacrest 


Steel Plank 


Makes Floors, Ramps 


Open steel plank unit for 
construction of floors, ramps, 
catwalks, stair-treads, and 
platforms is 9 in. wide and 
44 ft. or 6 ft. long. Pressed 
from 16-gage mild steel, units 
are available with  stove- 
enamel finish or galvanized 
finish. 

Price: $1.10 sq. ft. De- 
livery: immediate. 

Dexion, Inc., 39-25 62 
St., Woodside 77, N. Y. 
(PW, 8/8/60) 
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Shelving 


Is Adjustable 


“Do-it-yourself” uprights 
and brackets are made for 
heavyweight storage and dis- 
play. The brackets can be 
joined for continuous shelves: 
Shelf heights available from 
42 in. to 72 in. with brackets 
from 24 in. to 12 in. 

Price: $5.85 to $11.70. 
Delivery: immediate. 

S. A. Hirsh Mfg. Co., 8051 
Central Park Ave., Skokie, 
Illinois. (PW, 8/8 /60) 


Power Screwdriver 
Has Positive Clutch 


Power screwdriver clutch 
stays engaged as long as pres- 
sure is applied by the opera- 
tor. The clutch disengages 
when tool is lifted. A revers- 
ing model is available for 
fast disassembly work. 

Price: $42.50. (Reversing 
model—$49.50.) Delivery: 
immediate. 

Skil Corp., 5033 Elston 
Ave., Chicago 30, Ill. (PW, 
8/8/60) 


Purchasing Week Definition 


Welding Terms (Part 1) 


As-welded: The condition of weld 
metal, welded joints, and weldments 
after welding but before final thermal 
or mechanical treatment. 

Backing: Material supporting a joint 
during welding to assure a sound weld 
at the root. Varieties of backing in- 
clude strips, rings, or welds of metal, 
asbestos, carbon, or granulated flux. 

Bare electrode: A filler-metal elec- 
trode, without any special coating, used 
in arc welding. 

Base metal: A metal for welding or 
cutting. 

Covered electrode: A _filler-metal 
electrode, used in arc welding, made 
of a metal core wire with a fairly 


thick covering which protects the mol- 
ten metal from the atmosphere and 
improves metal’s welding properties. 

Crater: A depression at the end of a 
weld. 

Flux: A fusible material or gas 
which dissolves or prevents formation 
of oxides, nitrides, or other undesirable 
substances formed in welding. 

Gas pocket: A weld cavity created 
by trapped gas. 

Heat affected zone: The part of the 
base metal which has not melted, but 
has been altered structurally by heat. 

Melting rate: The weight or length 
of electrode melted per unit of time. 
(PW, 8/8/60) 
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Navy Makes New Enamel 
Available to Industry 


Niagara Falls—A fire-retard- 
ant protective enamel that will 
not ignite at temperatures up to 
2,300 F has been developed by 
the U.S. Navy. 

Originally researched for ship- 
board use, the new paint is avail- 
able to industry in a variety of 
colors for metal and wood sur- 
faces. Hooker Chemical Co., 
which makes the key ingredient 
in the coating, claims the use of 
chlorendic acid marks “a signifi- 
cant step forward in the tech- 
nology of fire-retardant paint.” 

Mineral Spirits May Be Used 

Mineral spirits may be used to 

thin the paint instead of the more 


toxic xylene and _ turpentine|/| 


needed with conventional fire- 


Salem, Mass.—Sylvania Elec- 
tric has announced a new “nat- 
ural white” fluorescent lamp that 
uses warm tones to make retail 
merchandise look more attractive 
to customers. 

Expect Wide Use 

The company expects the lamp 
to find widespread use in areas 
that have large displays of con- 
sumer goods. Sylvania engineers 
created a new phosphor that 
more than doubles the amount 
of red in the spectrum in order 
to get the warmer effect. 

Natural white lamps are now 
available in wattage ranging from 
15 through 73 in standard start, 
rapid start, and slimline instant 


Sylvania Introduces Warm Light for Displays} 


Polymer Corp. Develops 
Porous Nylon for Use As 
Bearings and Wear Parts 


Reading, Pa.—The Polymer 
Corp. has developed porous ny- 
lon parts which absorb 15%- 
50% of oil by weight. The com- 
pany claims the new oil-filled 
parts will hold the oil under pres- 
sure, temperature and accelera- 
tion extremes. 

Applications for the nylon 
components include bearings and 
wear parts, where low frictional 
lubricated surfaces must be main- 
tained over extended periods 
without subsequent lubrication. 

The parts, called micro-porous 
Nylasint 64HV, are formed by 
cold-pressing and sintering spe- 
cially prepared nylon powders by 


, start models. Prices are: $1.70|techniques similar to those used 
proof formulations. The semi-| WHICH TWIN is holding the new “warm color” fluorescent light? The (15 and 20 watt), $1.90 (30]in powder metallurgy. They are 


gloss enamel may be applied with] one on the right of course. New Sylvania tube is designed to provide watt), $1.85 (40 watt) and $4.30] designed for uses with frictional 
hot spray equipment. added visual impact for many retail merchandising display areas. (73 watt). coefficients as low as .O1. 


NOW... 
Every link of 
Campbell Chain 

tells me what 
| want to 
know! 


Allenpoint’s deep, full-circle 
bite assures tremendous 
resistance to removal torque! 
Stays tighter longer! 


CAMPBELL marks every link to show the grade or 
the manufacturer . . . it’s “SHALLMARK”’g CHAIN! 


: Yes, only CAMPBELL identifies all the popular 
welded chain grades with embossed letters on 
every link! 


The grade mark (see below) appears on alternate links 


When you need a set screw that you can depend on to 
stay tight under heavy strain and vibrations, specify 
ALLENPOINT, Here’s why you can always depend 


. . . your permanent grade identification. 


The Campbell “C” is permanently in relief on every 
other link . . . your manufacturer identification. 


AND .. . another bonus! CAMPBELL CHAIN is easy to 
measure. It’s ‘‘Measure-Mark’’ Chain color coded 
exactly every five feet (see below). 


on ALLENPOINT: proper design of the cup diameter 
results in a rugged grip that makes the full-circle pat- 
tern you see here... deep, strong, clean sockets allow 
full wrenching leverage...and uniform Class 3A 
threads assure a tight friction lock over the entire 
length of Allenpoint Set Screws. 


" — Ask your ALLEN Distributor for 
[ GRADE CRASS MARK "an Caen samples and full gee +. 
tails—he’s always ready, willing, an 
— PROOF COIL CHAIN e GREEN able to give you prompt, practl- 
} BBB CHAIN 8 RED cal service! 
§ HIGH TEST STEEL CHAIN H BLUE 
i CAM-ALLOY CHAIN A ORANGE 


CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Union City, Calif. 
CHAIN WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 
Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 


ANNIVERSARY YEAR 1910-1960 


CAMPBELL 


ALLEN MANUFACTURING COMPANY 


HARTFORD 1, CONNECTICUT, U.S.A. 
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a month ago 


131.3 143.2——137.2 
FEW SUMMER SALES 


The 1960-61 industrial ma- 
chinery auction season probably 
won't get into full swing before 
the beginning of October. So far, 
only a few scattered sales are 
scheduled across the country. 

One exception will be a three- 
day sale of heavy machine tools 
and diesel engine test equip- 
ment at Baldwin-Lima-Hamilton 
Corp.’s Lima, Ohio, plant August 
23-26. 

Prime reason for the lack of 
big auctions until fall is the Ma- 
chine Tool Exposition in Chicago 
Sept. 6-16. Other factors include 
the Production Engineering Show, 
and the Second International Ma- 
chinery Show. 


W REPORTS ON RESALE PRICES 


JUNE 29 

Auction held at King-Lindstrom Co., Paterson, N. J. Auctioneer; 

Machinery Auctioneering Co. of New Haven, Conn. 

Rockwell hardness tester, Ser. No. 3JR2850, with test blades. 
$325. 

Leitz toolmakers’ microscope, electrical, extra lenses. $500. 

(1957) J & L optical comparator, 14-inch, lenses. $2,400. 

Lepel high-frequency 15-kw brazing unit. $500. 

Tempco heat-treating furnace, complete. $275. 

(1958) Vapor-Blast liquid honing machine. $325. 

Delta 3-hp cutoff machine on stand. $240. 

Leland-Gifford #2LMS single-spindle, window-type, motor-in- 
head drillpress. $475. 

(1954) Delta 3-spindle, 17-in. floor drillpress, with individual 
motors and chucks. $450. 

DoALL ML16 bandsaw with grinding and welding attachments. 
$975. 

Reid 2-3 6 x 18-in. surface grinder, magnetic chuck. $400. 

(1950) Reid 2C 6 x 18-in. surface grinder, motorized spindle. 

$750. 

(1953) Reid 618-H 6 x 18-in. surface grinder, motorized spindle. 
$800. 

Abrasive 6 x 18-in. surface grinder, magnetic chuck. $1,825. 

Taft-Peirce 5 x 12-in. surfuce grinder, motorized spindle, ver- 
tical and crossfeed vernier. $2,000. 

(1957) Boyer-Schultz #6-18H hydraulic surface grinder with 
wet-grinding attachment. $1,500. 

Brown & Sharpe #13 universal tool grinder, motor driven work- 
head, wet grinding attachment. $2,100. 

(1953) Jones & Lamson Model PC-14 optical comparator, lenses. 
$2,000. 

Brown & Sharpe #10 universal cutter and grinder. $325. 


GENERAL OFFICES: 
KINGSPORT, TENN. 
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EFFO RI... We have recently 


added 65 new trailers, traded an addi- 
tional 204 trailers for the newest models, 
and increased our pick-up fleet. 
terminals are being built at Charlotte and 
Baltimore-Washington. It’s an “extra base 
effort” by the Mason and Dixon team to 
provide you with today’s finest motor 
freight service. Ship Mason and Dixon 
... the’ purchasing agent’s partner when 
deliveries are important. 


Coming 
Auction 


Sales 
AUGUST 16 


Colonial Products Co., Red Lion, 
Pa. 
WOODWORKING EQUIPMENT. 


WRITE, WIRE, PHONE: Industrial 
Plants Corp., 90 W. Broadway, 
New York City. BArclay 7-4184. 


AUGUST 22 through 26 


Baldwin -Lima-Hamilton Corp., 
Lima, Ohio. 


Heavy machine tools, diesel en- 
gine testing equipment. 


WRITE, WIRE, PHONE: Industrial 
Plants Corp., 316 S. LaSalle St., 
Chicago 4. 


SEPTEMBER 8 


Cincinnati-Bickford Co., Cincin- 
neti, Ohio. 


New 


Machine tools and metalworking 
equipment. 


WRITE, WIRE, PHONE: Industriai 
Plants Corp., 316 S. LaSalle St., 
Chicago 4. 


SEPTEMBER 15 


N. W. Kellogg Co., Jersey City, 
N. J. 


Machine tools and metalworking 
eavipment. 


WRITE, WIRE, PHONE: Industrial 
Plants Corp., 90 W. Broadway, 
New York City. BArclay 7-4184. 


Purchasing Week 


Latest Auction Prices 


(1953) Jones & Lamson 14-in. optical comparator. $2,000. 
Cincinnati No. 2 tool and cutter grinder, $3,250. 

Cincinnati No. 2 tool and cutter grinder, rising blocks. $1,950. 
(1947) Cincinnati No. 2 universal dial-type 500-rpm miller. 


$4,000. 

Cincinnati No. 3 sliding head, motor-in-base vertical miller. 
$1,150. 

Two Index model 55 1¥2-hp vertical millers. $1,375 and 
$1,200. 


Index model 55 1-hp vertical miller, power feed. $1,000. 

(1953) Bridgeport MX 1-hp round overarm vertical miller. 
$1,550. 

(1954) South Bend 14/2-in. x 6-ft. engine lathe. $900. 

South Bend 16-in. x 8-ft. engine lathe. $1,600. 

LeBlond Regal 13 x 42 in. geared head engine lathe, 1800 rpm. 
$2,950. 

Bridgeport Y2-hp Model M milling head with power feed. $900. 

Sunnen hone (internal and external up to 2-in. dia.) $650. 

Brown & Sharpe No. 13 universal tool grinder. $3,050. 

Monarch 10-in. EE toolmaker’s lathe with turret tail. $3,500. 

(1959) Hammond electrolytic carbide tool and oscillating-cup 
wheel grinder with Anocut power supply. $7,100. 


MAIL THIS AD FOR Blockson Catalog of 


PHOSPHATES 


For handy BUYING GUIDE to every 
Sodium Phosphate and chemical listed below, clip 
this ad to your letterhead and mail to: 


BLOCKSON 


Sodium Tripolyphosphate - Tetrasodium Pyrophosphate (Anhydrous) « Sodium 
Polyphos (Sodium Hexametaphosphate-Sodium Tetraphosphate) « Trisodium 
Phosphate (Crystalline- Chlorinated - Monohydrate) « Disodium Phosphate 
(Crystalline-Anhydrous) « Monosodium Phosphate (Anhydrous-Monohydrate) « 
Sodium Acid Pyrophosphate - Tetrapotassium Pyrophosphate + Sodium 
Silicofluoride +» Sodium Fluoride » Aluminum Fluoride + Hydrofluoric Acid 
e Sulfuric Acid « Teox® 120 » Teox® Compound 3 « C-33 Sequestering Agent 


BLOCKSON CHEMICAL COMPANY 


Chemicals Division 


Olin Mathieson Chemical Corporation 
Joliet, Iilinois 


Versatile—and economical—fasteners... 
SEL-LOK spring pins 
@ 101 uses—as keys, cotter pins, axles, hinge pins, wrist pins, 
stop pins, pivots, etc. 
e Eliminate costly tapping, reaming, peening, milling 
e Swift fastening—just drill and drive 


e@ Can be reused repeatedly 
@ Secure locking—won’t work loose despite shock or vibration 


SeL-Lok spring pins are available in carbon and corrosion- 
resistant steel (from '/¢ x 3A¢ through 4 x 5 in.) and beryllium 
copper (146 x 3A6 through 4% x 34 in.). See your authorized 
distributor for details or write us for Bulletin 2331 and 
samples. 


INDUSTRIAL FASTENER Division 


JENKINTOWN 48, PENNSYLVANIA 
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Elderly’ Computer Still Clicks Off Savings 


Detroit—Rapid advances in 
electronic data processing have 
made some P.A.’s hesitant to buy 
computer equipment for fear it 
may be obsolete by the time they 
get it installed. 

But the U.S. Army can vouch 
for the value of turning to EDP 
and for the continuing return that 
comes from its use over the years. 

A case in point is a Radio 
Corp. of America “Bizmac” at 
the Army’s Ordnance Tank and 
Automotive Command (OTAC) 
here. The $4.4-million Bizmac 
is considered elderly in the com- 
puter world, and because it used 
vacuum tubes instead of transis- 
tors, it occupies more floor space 
than a basketball court. 

But in its 34% years of service, 
it is credited with unplugging a 
critical bottleneck in the flow of 
ordnance spare parts—and with 
saving the American taxpayer 
more than $150-million in that 
time. 

Bizmac’s basic job in the Army 
is to process an average of 2,000 
requisitions a day from OTAC’s 
1,300 customers, most of whom 
are overseas. 

The system receives incoming 
orders by wire. Then, without 
human intervention, it determines 
the location of the requested sup- 
plies, issues complete shipping 
instructions (including method 
and route), and, finally, reports 
back to the ordering base on the 
disposition of the requisition. 

Bizmac can process 10 requi- 
sitions a minute and has cut 
OTAC’s order filling time from 
55 to 25 days. But even this job 
doesn’t keep the giant RCA sys- 
tem busy full time. In the ma- 
chine’s idle moments it is cur- 
rently completing a catalog of 
OTAC’s $1-billion inventory of 
100,000 different items, ranging 
from rivets to $10,000 tank en- 
gines. 

Other “spare-time” jobs that 
Bizmac can and has done include: 


@ Record and read back in- 
formation at a 1,700 words a 
second rate—the equivalent of 
what 400 girls equipped with 
standard office-type calculating 
machines can do. 

@ File and store on a 10'%-in. 
reel of tape information that for- 
merly occupied 10 file shelves. 

eStock an entire overseas 
depot with 10,000 items, worth 
$70-million, in two weeks. This 


Cross Prepares to Bid 


On Big Russian Order 
For Automated Machines 


Detroit—Cross Co., a leading 
manufacturer of automated ma- 
chinery, has announced it is bid- 
ding on a large Soviet order for 
auto-engine manufacturing equip- 
ment. 

Company officials admitted 
they have applied for a license 
to export $5.3-million worth of 
“Transfermatic” machines used 
in production of aluminum V-8 
engines. The license is only a 
first step toward an order, the 
company said. Final bids have not 
been submitted yet. 

Meanwhile, United Auto 
Workers official Russell Leach, 
president of Local 155 at Cross, 
said he had wired a protest to 
Soviet Premier Nikita S$. Khrush- 
chev. Leach’s union has been in 
conflict with Cross since workers 
went on strike a year ago. 
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procedure used to take OTAC 
clerks 60 days to compute the 
dollar volume alone. 

Perhaps the most valuable of 
all Bizmac’s talents, however, is 
its ability to maintain a running 
inventory every three days on 
supplies contained in OTAC’s 
nine domestic depots, a_ task 
which used to take 90 days of 
clerical effort. 

Bizmac automatically warns 
OTAC when stocks are ap- 
proaching replacement levels. It 
also takes obsolescence into ac- 
count and projects probable stock 


requirements two to three years 
in advance. 

The system’s ability to func- 
tion in times of emergency has 
also been tested. When Soviet 
Premier Nikita Khrushchev 
hurled his Berlin threat, last May 
27, Bizmac went to work and, 
within a few hours, processed the 
complete supply packages for a 
variety of military alternatives. 
It performed the same duty when 
Quemoy and Lebanon were 
threatened and has also been put 
in charge of the military’s emer- 
gency machine tool inventory. 


Rolled Steel Corp. 


Opens Lab to Get 


Fast Answers for Customer Queries 


Skokie, Ill. — Rolled Steel 
Corp., national distributor of gal- 
vanized steel, has opened a qual- 
ity control testing laboratory here 
in a move designed to get quick 
answers to customers’ technical 
questions. 

Previously, whenever a sales- 
man asked for a steel test, the 
specimen had to be sent to an 
outside testing service. This 
method took 4 to 48 hours, caus- 
ing a slow-down in order proc- 
essing at the warehouse. Since 


installation of the in-plant labora- 
tory, salesmen can get immediate 
checks on steel desired by cus- 
tomers. 

The laboratory includes equip- 
ment to make hardness and draw- 
ing tests ranging from 100 Ib. to 
30,000 Ib. on steel varying in 
hardness through the complete 
B scales and including the en- 
tire 45-T scales in all gages. 

The laboratory also is perform- 
ing chemical analysis to deter- 
mine sheet coatings and staining. 


Give your men 


an extra grip 
on the job. 


Here’s a neoprene glove that permits 
such a non-slip grip you'd think it had 
chains over its tread. Try it out gripping 
oily pipe, and you'll see what we mean! 


It’s one of a new line (AO 1700 series) of coated gloves offering the chemical . 
resistance advantages and the cut resistance of neoprene latex. The glove shown 
(AO 1781) has a wing thumb construction for increased comfort and wear — 
no seam in the “line of fire.” Flannel lining. Glove is curved to shape of hand, 
thereby reducing hand fatigue. Available with a knit wrist or up to 18” gauntlet ? 


and other styles. Give your men a bonus in gripping power — at no extra cost 


with this glove. 


Note: 


American Optical offers 
seven other lines of plastic 
coated gloves for chemical 
applications — also a 
line of “‘Saf-T-Glo’”’ blaze 
orange gloves for high 


visibility and safety 
on the job. Your 
nearest AO 
Safety Products 
Representative 
can supply you. 
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Superb Wet Grip 

« Better Cut Resistance 

« Better Oil Resistance 
Better Solvent Resistance 


Always insist on 
& Trademarked 
Safety Products. 


American © Optical 


COMPANY 


SAFETY PRODUCTS DIVISION 
Southbridge, Massachusetts 


Safety Service Centers in Principal Cities 


Your Surest Protection ... AO SURE-GUARD Gloves 
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This Changing Purchasing Profession 


Robert Landon has resigned as 
purchasing agent for the City of 
Albuquerque, N. M. 


Brewer G. Dean was advanced 
from manager of purchasing, 
Nuclear Div., to assistant man- 
ager of purchasing—corporate for 
Combustion Engineering, Inc., 
Dean will now also assume the 
duties of manager of purchasing 
at the firm’s corporate headquar- 
ters in Windsor, Conn. 


Douglas E. Donovan, former 
company president, has joined 
Ludlow Papers, a division of 
Ludlow Corp., Needham Heights, 
Mass., as manager of purchasing. 
He had been head of Specialty 
Converters, Weymouth, Mass. 


Donald I. Kyle was advanced 
from assistant manager to mana- 
ger of the purchasing department, 
Seiberling Rubber Co., Akron, 


D. I. KYLE 


D. E. DONOVAN 


Ohio. He succeeds Elmer R. 
Gibson who will retire Aug. 31. 


Jack J. Kerns and James E. 
Kerns have been named to the 
new posts of director of purchas- 
ing and general purchasing agent 
respectively, Selas Corp. of 
America, Philadelphia. 


Paul Enyeart joined Stainless 
Steels Div., Joslyn Mfg. & Supply 
Co., Fort Wayne, Ind., as pur- 
chasing agent, succeeding H. P. 
Lowe, who retired after 25 years 
service 


E. K. Mimear, purchasing agent 
and assistant to the vice presi- 
dent, traffic, American Zinc Lead 
& Smelting Co., St. Louis, has 
been assigned additional duties as 
director of purchases in the metal 
and ore department. B. J. Bow- 
don was named assistant director 
of purchases for ore and will also 
administer the metal and ore de- 
partment. J. R. Englehorn, man- 
ager of the department, resigned. 


William H. Hammond, pur- 
chasing agent at Sherer-Gillett 
Co., Marshall, Mich., has been 


D. A. BRUNEAU 


W. H. HAMMOND 


assigned the new post of direc- 
tor of purchasing. 


David A. Bruneau was made 
assistant purchasing agent by 
Lake Shore, Inc., Iron Mountain, 
Mich. 


Carl A. Fuller moved up to 
assistant director of purchases, 
Dayco Corp. (formerly Dayton 
Rubber Co.), Dayton, Ohio. He 


COLBY M. WARD (left) was 
named to the new post of man- 
ager of purchasing, Singer Mfg. 
Co., New York. Louis F. Vene- 
ziani (right) retired as assistant 
purchasing agent after 54 years 
service with the company. 


Robert Thill was named divi- 
sion procurement manager, 
Northern California Div., Fore- 
most Golden State Co., with 
headquarters in Oakland, Calif. 


R. A. Neeley has been made 
purchasing agent for Horace T. 
Potts Co., Philadelphia. He suc- 
ceeds John H. Kern who moved 
over to the sales department. 


Edward W. Prendergast was 
made purchasing agent, Waldorf 
System, Inc., Boston. He suc- 


ceeds James E. Wilson, vice pres- 


ident, who assumes new duties as 
vice president in charge of all 
operations of Waldorf cafeterias 
and subsidiaries in Florida and 
Boston. 


Clarence M. Wulf was pro- 
moted to purchasing agent at 
Thor Power Tool Co.’s Aurora, 


Cc. M. WULF G. C. WICKS 


Ill., works. He succeeds Gale C, 
Wicks who was appointed assist- 
ant to the president in charge 
ot liaison with the firm’s Drying 
Systems Div., Chicago. 


Obituaries 


John S. Ferry, 49, purchasing 
agent for Philadelphia Gear 
Works, King of Prussia, Pa., died 
July 11. 


Wiley C. Smith, former head of 
the purchasing department and 
secretary of Beloit Iron Works, 
Beloit, Wis., died July 5. Smith, 
who was 72, retired in 1956 
after 46 years with the firm. 
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succeeds C. A. Griep, who re- 
tired after 28 years service. 
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Decision Time Near on Fall Buying 


(Continued from page 1) 
complicated by the summer-long 
fall-off in production and new 
orders. Noting that the percent- 
age (24%) of those reporting 
higher inventory in July climbed 
eight points over June, the Cleve- 
land report also observed that the 
figure is a combination of a drop 
in sales in some instances and 
building for anticipated Fall busi- 
ness in others. 


@ The New England business 
survey committee reported a 
similar pattern. 


@ The latest NAPA survey re- 
port likewise stressed that in July 
inventories were “continuing to 
be reduced” but added: “A 
bottom is not far away.” 


@ The federal government fig- 
ures for June merely confirmed 
what all purchasing men knew 
had been going on for months: 

(1) That manufacturers’ un- 
filled orders dropped in June, 
their sales remained at May 
levels, and that inventories of 
manufacturers — taking into ac- 
count finished goods, goods in 
process, as well as raw materials 
—rose only $200-million for the 
smallest monthly gain of 1960. 

(2) That in the quarter just 
ended, inventory accumulation 
rose only $800-million as com- 
pared with a $2-billion rise in the 
first quarter. 

(3) That sales were off 1% 
from May, largely because of re- 
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All manufacturing 


UNFILLED ORDERS 
All manufacturing 


Nondurable goods industries 


Manufacturers’ Sales, Orders and Inventories 
Compiled by U.S. Government 
(Billions of Dollars) 
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1960 

Apr. May June 
errr rT 31.0 31.0 30.8 
TTT. 15.0 15.1 14.9 
rene 16.0 15.9 15.9 
oka ee 55.0 55.2 
eee 31.9 32.1 32.2 
4neeut 22.7 22.9 23.0 
ccubea'e 30.4 30.5 30.1 
ek oes 14.5 14.7 14.2 
edesnen 15.9 15.8 15.9 
oKeeesa 48.4 47.8 47.5 
yewe Kes 45.2 44.6 44.2 
oveukes 3.1 3.2 3.2 


——This Week's 


duced steel manufacturing oper- 
ations. 

(4) That while new orders in- 
creased, they rose by less than the 
usual seasonal amount and “back- 
logs of unfilled orders contracted 
further.” 

The June increase in inven- 
tories recorded by the govern- 
ment’s over-all figures was about 
equally divided between durables 
and nondurables (see accompany- 
ing box). Steel companies’ stocks 
rose, but only minor changes were 


recorded by other manufacturers. 

The report said the slackoff in 
steel buying was the chief. reason 
for the June sales slowdown at 
the manufacturers’ level. On the 
other hand, the department’s 
sales figures combining manufac- 
turers, wholesalers, and retailers, 
held steady at a relatively high 
level during the month after ad- 
justment for seasonal trends. 
Total inventories of the three 
categories equaled 1.5 months 
of sales, same ratio as in May. 


Aluminum May Set Pace for Other Price Rises 


(Continued from page 1) 
num was counting on an increase 
in consumer demand in the late 
third and early fourth quarter to 
help solidify the boosts, but at 
the same time, some doubt was 
expressed whether the increases 
would halt the current price-cut- 
ting completely. 

Steel producers absorbed the 
entire cost of a 14¢ hourly boost 
in labor costs last January, and 
now they face another wage hike 
of 11l¢ an hour coming in 
December. 


Steel Hike Likely 


With aluminum, one of steel’s 
chief competitors in many prod- 
uct areas, leading the way, 
sources close to the industry feel 
there is now an even greater 
chance of a steel price hike before 
year end. Many steel buyers hold 
to the same opinion (see PW, 
July 25, °60, p. 1). 

There also is growing expecta- 
tion that the price of tires and 


many other industrial rubber 
products may be hiked in the 
weeks ahead as the result of the 
latest boost in rubber industry 
wages. 

Firestone Tire & Rubber Co. 
and Goodyear Tire & Rubber 
Co. set the industry pattern last 
week by granting the United 
Rubber Workers a 9'2¢ an hour 
pay boost. 

With virtually every firm in the 
industry showing a decrease in 
earnings this year in the face of 
already higher costs, price in- 
creases — probably _ selective — 
would come as no suprise. 

This poor  earnings-higher 
costs situation was the apparent 
key to price hikes in the alumi- 
num industry. 

Alcoa reported a 50% drop in 
second quarter profits, and the 
other two of the Big Three U.S. 
primary producers, Reynolds 
Metals Co. and Kaiser Alumi- 
num & Chemical Co., had also 
shown second quarter income 
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down sharply from their 1959 
levels. 

Part of the reason for the fall- 
off in earnings was due to severe 
price cutting in some segments of 
the industry—a situation produc- 
ers hope will clear up with the 
price change and an anticipated 
business upswing. 

Alcoa was the first to announce 
the price changes, effective Aug. 
1. The increases covered alloyed 
ingot—not primary aluminum— 
and many mill products including 
flat sheet, coiled sheet, circles, 
plate and plate circles, patterned 
sheet, drawn tube, extruded 
round tube, wire and rod, flat- 
tened wire, forging stock, stand- 
ard screw mathine stock, etc. 


Directly Related 


Alcoa and other producers said 
the increases in mill product 
prices are directly related to the 
increase in labor costs, and that 
the adjustments vary in amount 
depending upon composition, 
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(Continued from page 1) 
activity to give them one of the best selling years in their history. 
© Packaging producers came away from the Western Packag- 
ing Show with an estimated $900-million in orders from West 
Coast buyers who had shunned the big Eastern shows earlier this 
year and held off on major purchases until they saw the latest 
product developments on display in their own backyard. 


® Metalworking manufacturers say they are ready to place a 
long series of multi-million dollar machine-tool orders—$1.5- 
billion worth during the next 16 months. American Machinist, 
metalworking manufacturing magazine, reporting on a survey of 
more than 1,100 plants, forecasts an average monthly domestic 
expenditure of about $79-million, about double the average for 
earlier months of 1960. Almost 16% of the planned expenditures 
will go into automated equipment. 

* * . 

COST BUILDUP—Many manufacturers are getting bolder in 
price talk despite the current softness and discounting still preva- 
lent in many product areas (see Perspective p. 2). Significant 
productivity increases, particularly in the steel industry, enabled 
many manufacturers to roll with the punch on labor increases 
last year and early in 1960; but now the strain is showing as 
labor cost increases begin to take up the slack. 

Labor experts call attention to a large questionmark hang- 
ing over the rest of 1960’s labor-management bargaining out- 
look, particularly in three key industries—electrical, oil, and 
coal. 


© The rubber industry settled quickly last week on a 942 ¢/hour 
increase—just about the average for the year in other industries. 
Electrical union wage demands fall in this bracket and may 
not be too tough to solve, but the union really is concentrating 
on the touchy job security issue. 


®@ The oil industry is confronted with wage demands totaling 
18¢/hour. The oil workers union bases 12¢ of this demand on 
productivity advances. 


@In coal, the United Mine Workers have not yet mentioned 
contracts which can be reopened on 60 days’ notice. But sizable 
productivity increases recorded by the industry last year could 


egg the UMW into action, according to some labor observers. 


BUYERS GUIDE— in the sales office of one big Midwest steel 
producer brilliant red folders have become the symbol of today’s 


steel market. 


Each contains an order that must be sent to the 


mill on the same day it is received to meet shipment demands. 
The old rule-of-thumb that called for a customer to place his 
order 45 days before the beginning of the month in which 


delivery was 


requested no longer is observed. Two-week and 


even one-week delivery promises now are being kept. 


form, and degree of fabrication 
of the product. 

When asked why the price of 
primary aluminum was not in- 
creased, as is customary, the pro- 
ducers offered two reasons: (1) 
there is little labor involved in 
producing unalloyed ingot, and 
(2) there is a world-wide surplus 
of aluminum and foreign metal 
that already underprices U.S. 

Aluminum fabricators queried 
by PURCHASING WEEK said they 
had no alternative but to pass 
the price increases along. Many 
felt this price move was an at- 
tempt to stabilize prices at a 
higher level while business is slow 
so that when it picks up, the 
higher prices will hold. 

“There has been a lot of price 
cutting going on and this has 
eaten severely into profits,” ex- 
plained one large Midwest fabri- 
cator. “There is a need for 
higher prices, but there is an even 
greater need for stable prices at 
higher levels.” 

When asked whether he 
thought the price increase would 
stick when price cutting was 
going on at lower price levels, 
the fabricator replied: 

“Everyone in the industry is 
taking a long, hard look at his 


earnings picture. They know 
something has to be done. I 
hope these new prices hold and 
price cutting stops—but all I can 
do is hope. I must remain 
competitive.” 


‘Won't Stick’ 


One major East Coast fabric- 
ator was all but convinced the 
new price increases wouldn’t 
stick. “Sure they stick on paper 
because they’re printed,” he said, 
“but when it comes to making a 
sale they won’t mean a thing. 
There was price cutting before 
and it won’t be stopped by raising 
prices. It may skow down, how- 
ever, with a fall business upturn.” 

Another important change in 
the industry accompanied the 
price move—the abandonment of 
the term “pig” by Alcoa and 
Reynolds as a designation for 
primary aluminum products. The 
term “ingot” will be used instead. 

As Reynolds explained, “due 
to steady technological advances 
in the pigging process, pig and 
ingot have been interchangeable 
terms for the same product. As a 
result, there has been in actuality 
no difference in purity pig and 
unalloyed ingot, either in quality 
or price.” 


31 


Airlines Launch Drive to Promote Air Freight rae 


(Continued from page 1) 
determines whether air freight 
can reduce a firm’s distribution 
costs and, if so, by exactly how 
much. 

®@ Direct Sales: Flying Tiger 
Line, American Airlines, United, 
and Delta Air Line have all in- 
creased their sales staffs by as 
much as 100% in an effort to 
cover major market areas with 
individual sales calls on P.A.’s. 
Once a sale is made, the customer 


is assigned to another new mem- | Pe 


ber of the staff: the account 
executive who is responsible for 
every aspect of the new custom- 
er’s transportation problems. 


®@ Direct Mail: American is 
sending out a humorous bro- 
chure, entitled “How a Purchas- 
ing Agent Was Snatched From the 
Brink of Disaster,” to over 10,- 
000 purchasing and traffic execu- 
tives around the country. The 
illustrated story shows the ad- 
vantages of air freight in a light, 
entertaining style. 


@ Public Appearances: Delta's 
manager of cargo, John Pogue, 
has been hitting the P. A. asso- 
ciation dinner circuit along his 
company’s freight routes, telling 
buyers of the advantages of air 
cargo and passing out “rule-of- 
thumb” charts (see illustration) 
which show at a glance when and 
what kind of air shipment is most 
profitable. 


© Advertisements: Backing the 
airlines’ direct marketing drive is 
an indirect push by manufactur- 
ers of new giant cargo planes, 
such as Boeing Airplane Co. and 
Canadair, Ltd. whose new 
75,000-Ib-capacity CL-44’s will 
be delivered to Flying Tiger 
next January. Canadair is plac- 
ing ads in leading newspapers, 
while Boeing has come out with 
a film on air freight which will be 
distributed to the airlines. 


@ Promise of Lower Rates: 
One line, Flying Tiger, has come 
through with a promise of a 
significant rate “breakthrough” 
early next year (see PW, May 23, 
60, p. 1). Lime officials say 
they'll bring average air shipping 
rates down next January from the 
current average of 26¢/ton-mile 
to 13¢/ton-mile — only 3¢ 
higher than long-haul truck rate 
averages. 

Other lines, pointing for a 
rate “breakthrough’ in 1962, 
seem content to limit their cur- 
rent investments to modification 
of piston engine planes for all- 
Cargo use. 

“We want to see if Tiger’s new 
rates turn out profitably before 
we go sinking millions into new 
giant cargo planes,” commented 
one airline official. 

He said his line will double its 
fleet of piston-engine cargo 
planes, however, and will go all 
out in support of the industry 
drive to sell air freight. 


‘Profit Analyzer’ 


Of all the sales approaches to 
P.A.’s and traffic executives, how- 
ever, United’s “Profit Analyzer” 
is one of the most intriguing. 

“It took us almost three years 
to develop this formula,” said 
E. L. Dare, United’s manager of 
cargo development. He said the 
formula is still in the “testing 
stage” and is now being tried out 
among several Chicago firms. 

“If it proves as accurate a 
guide as we expect,” he said, “it 
will be given to all our cargo 
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salesmen this fall. They'll have 
to undergo an intensive training 
program in its use.” 

The first page of the four-page 
analyzer provides a simple “rule- 
of-thumb” formula for determin- 
ing whether air freight can reduce 
a company’s shipping costs. 

The rule-of-thumb states that 

air freight is profitable for a com- 
pany when the added cost of ship- 
ping by air is less than 912% of 
the cost value of the goods ship- 
d. 
The rule-of-thumb formula 
shows that air freight can pro- 
vide distribution savings, the 
profit analyzer goes on to pro- 
vide a simple method of calcu- 
lating “exact dollar savings by 
product and destination.” 


Special Savings 


It takes into account such fac- 
tors as savings in inventory 
charges, savings in warehousing 
costs, savings per product pound, 
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work linking most major cities in 
the South, Northeast, Great 
Lakes area and Far West. 

CAB approval of the union, 
which would solve Capital’s finan- 
cial problems, would represent a 
basic reversal of the agency’s past 
policy to foster competition along 
U. S. air lanes. United officials 
expressed hope a decision would 
be reached by next February. 


Little Duplication 


In most cases, the two lines do 
not duplicate each other’s routes. 
United flies across country and 
Capital’s routes are mainly North- 
South. 

Whether or not the merger will 
trigger similar moves by other 
lines remains to be seen. There 
has, however, been talk of possi- 
ble unions between Eastern, 
Delta, and Northwest, while 
TWA has already expressed a 
desire to merge with Northeast 
Airlines. 
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SELECTION CHART. 


Quick reference indicator as to the most economical 
door-to-door Air Shipping Service 


DELTA AIR LINE’S CARGO CHART: Shaded areas tell traffic executives 
at a glance which method of air shipment would be the most economical. 


and added costs of air transport 
under current rates. 

In addition, United is prepared 
to send a cargo department rep- 
resentative to figure out a com- 
pany’s analysis and prepare an 
air freight distribution plan for 
a firm’s products. 

“These traffic consultants,” 
said a United official, “not only 
figure out a company’s distribu- 
tion pattern, they'll go on han- 
dling the account, working closely 
with every aspect of the com- 
pany’s transportation problems. 
They're not salesmen, they are 
account executives who will act 
as ‘Mr. Transportation’ for each 
account.” 

In addition to the all-out drive 
for increased cargo sales, United 
also is looking for additional ben- 
efits if its proposed merger with 
debt-ridden Capital Airlines goes 
through. 

The merger, subject to Civil 
Aeronautics Board approval, will 
join two of the country’s oldest 
and largest airlines in a giant net- 


U. S. Hikes Sugar Quotas 
To Undercut High Prices 


Washington—The Agriculture 
Dept. boosted sugar import quo- 
tas last week in a move to head 
off market prices that have been 
rising to their highest levels in 
years as a result of Washington’s 
cut in Cuba’s quota. At mid- 
week the sugar trade softened. 

The new allocations, including 
purchase authorizations from 
several Latin American nations 
which had never previously sold 
in the U. S. market under the 
price-supported program, brought 
authorized U. S. domestic and 
foreign purchases to a grand 
total of 10.5-million tons for 
1960, up from last year’s 9.6- 
million. 

The new allocations included 
a tiny 16,000-ton authorization 
for the Dominican Republic, 
whose normal quota of nearly 
300,000 tons has been held up. 


Purchasing Week 


Too Busy to 


Washington—The Tariff Commission turned down a plea by 
domestic barbed wire manufacturers for tariff protection against 


competing foreign imports. 


Four U.S. companies had asked that barbed wire be taken off 
the duty-free list and granted a protective tariff. Later the firms 
asked the commission to drop the case, on grounds they were too 
busy filling domestic orders to bother fighting the battle against 
imports, which fell off after last year’s steel strike. The commis- 
sion rejected the request, conducted its investigation anyway, and 
then last week found by a 4-0 vote that domestic producers were 


not being injured by imports. 


1961 Model Production Begins 


Detroit—Plymouth, Studebaker, and Buick last week began 
production of 1961 models. The Buick production lines opened 
1961 model-year output with the company’s low-price category 


Special. 


=s- 


GE Furloughs 1,800 


Louisville, Ky.—General Electric Co. announced it will lay off 
about 1,800 workers at its “Appliance Park” plant here for one 
week beginning Aug. 15, in an effort to cut back production and 


trim inventories. 


At the same time, the company said it had boosted the number 
of other layoffs last week from a planned figure of 900 to 1,082, 
bringing total number of workers furloughed indefinitely to 2,200. 


Four Railroads Band to Fight Merger 
Washington—Four Southern railroads served notice last week 
they would fight any merger attempt by the Atlantic Coast Line 
and Seaboard Air Line Railroads. ee 
In a letter to the Interstate Commerce Commission, the four 


roads, Southern Railway; Gulf, 


Mobile, and Ohio; Central of 


Georgia; and Florida East Coast Railroad, claimed that the 
Seaboard-Coast Line union would create a rail system of over 
17,000 miles of line, far larger than any other rail system in 


terms of route mileage. 


Election Forecast: 


Government Will 


Exert Stronger Influence on Business 


(Continued from page 1) 
taxes, and how much federal 
money should be poured into 
schools and other welfare pro- 
grams. However, where they 
occur, they often are subtle and 
vary in degree of emphasis— 
rather than positioning at extreme 
ends of a controversial issue. 

So far, you don’t find prices 
becoming an issue, although the 
Republican platform favors the 
use of credit policy to fight both 
inflation and deflation. Kennedy 
and the Democrats are out-and- 
out against high interest rates 
and promise that one of their 
first orders of business will be to 
see that they come down. 

The Democrats generally say 
that the tight money policy just 
isn’t the tool for leveling out the 
boom-and-recession cycles of the 
economy; they would have easier 
money during good times as well 
as bad. 

John Galbraith, Harvard econ- 
omist who is a top Kennedy ad- 
visor, says tight money penalizes 
small firms who want to invest, 
and he proposes that fiscal con- 
trols on consumption (higher 
down payments on cars, appli- 
ances, and the like) should be 
used to help keep booms from 
getting out of hand. 

You can also expect the Dem- 
ocrats to be stronger on putting 
government pressure on wages 
and prices—and would un- 
doubtedly find it easier to back, 
say, a law requiring public hear- 
ings on price and wage increases. 

One other price area where 
Kennedy and Nixon differ: farm 
prices, a hot and perhaps crucial 
campaign issue. Kennedy favors 


high rigid support prices and 


Nixon is against them. Kennedy 


would put more controls on 
production, and retire more farm 
land. Nixon will make the spe- 
cifics of his farm program known 
shortly. 

There’s little doubt that, in 
case of a recession, both candi- 
dates would step in much more 
vigorously to prime the pump, 
one way or another. During the 
1957-58 recession, Nixon was 
one of the Eisenhower advisors 
who favored tax cuts to stimu- 
late recovery; Eisenhower 
claimed all along that things 
would right themselves without 
any big tax cuts or big federal 
spending. 

To promote growth, furnish 
jobs, and finance needed public 
programs, both candidates agree 
that the economy has to grow. 
Kennedy and the Democrats say 
it ought to grow at least 5% a 
year; Nixon and the Republicans 
say it’s wrong to fix any artificial 
goal. 

Kennedy would use federal 
spending—in public works of all 
kinds—to keep the economy up 
to the nation’s needs; Nixon ar- 
gues that basically the way to 
stimulate growth is to maintain 
the climate in which private ini- 
tiative flourishes. 

The tax issue is ticklish, and 
neither side is promising any- 
thing here. Both would raise 
taxes under certain § circum- 
stances. If anything, Kennedy is 
saying more precisely that he 
would raise taxes to pay for 
necessary expenditures, defense 
and otherwise; Nixon and the 
G.O.P. talk more about tax re- 
form, by which they mean tax 
cuts to stimulate heavier invest- 
ment in industry’s plant and 
equipment. 
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Great Lakes Steel 
Moves to Set Up 
Service Centers 


Detroit — Great Lakes Steel 
joined the spreading marketing 
trend in the steel industry last 
week with a program to distribute 
its line of high-strength specialty 
steels through local steel service 
centers. 

The program marks the first 
time Great Lakes, a division of 
National Steel Corp., has ever 
marketed its products nationally 
through warehouse outlets. 

Company officials indicated 
they had already selected dis- 
tributors in 35 states to handle 
the Great Lakes line of heat- 
treated specialties. These prod- 
ucts will include a wide choice 
of constructional grades with 
strength levels as high as 110,- 
000 psi. and abrasion-resistant 
grades of up to 500 Brinnell 
hardness. 

Wilfred D. MacDonnell, com- 
pany president, said the com- 
pany’s production schedules for 
high-strength, heat-treated steels 
had been doubled to supply 
customer requirements already 
generated by 18 months of test- 
marketing projects. The projects 
were conducted by the largest 
staff of product development en- 
gineers ever employed by the 
company. 

Great Lakes development en- 
gineers will work directly with 
customers through the company’s 
distribution network to demon- 
strate how the new high-strength 
steels may be used to improve 
product quality and lower manu- 
facturing costs. In addition, ware- 
house personnel will be trained 
directly by Great Lakes. 


Rayon Tire Yarn Makers 
Slash Prices for August 


New York—The four major 
producers of rayon tire yarn cut 
prices approximately 5% last 
week but said the new low tags 
would hold only for the current 
month. 

If prices do not climb back to 
previous levels by Sept. 1, how- 
ever, industry sources predicted 
that makers of nylon tire cord 
probably would make some price 
moves to meet competition. 

American Viscose Corp., 
Beaunit Mills Inc., Industrial 
Rayon Corp., and Du Pont Co. 
cut prices on “Tyrex” type yarns 
to 47%¢/lb. for 1650 denier 
and 544%2¢/lb. for 1100 denier. 

Nylon tire yarn prices held at 
9712 ¢/lb. for an 840 denier and 
94¢/lb. for 1680 denier. 
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WHERE-TO-BUY 
SPACE UNITS: 1-6 inch 
RATES: $20.70 per adv 


insertion Contract nm request 


° 
Subject agency commission and 2° 
cash discount 


NCR (No Carbon Required) BILLS 
OF LADING and MESSAGE FORMS 
Costs no more than old-fashioned, 
messy carbon forms. Send for Free 
Samples Now! 

Allied Mfg. Co.,127 S.3rd St.,Lovisville 2, Ky. 


This WHERE-TO-BUY section is a spe- 
cial classification for advertisers de- 
siring advertising of new equipment, 
services or merchandise in space units 
smaller than the minimum run of 
book display space. Space is avail- 
able in this section in units from one 
to six inches. For low rates, Write: 
PURCHASING WEEK 


Post Office Box 12, New York 36, N. Y. 
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BUNDLE...BOX...BALE> 


[f you tie your shipments...here are 
12 pointers to superior results at less cost 


1- Steel strapping is strong. Even our smallest 
size has a tensile strength over 400 pounds; our 
largest, over 15,000 pounds. This strength is un- 
affected by age, heat, cold, moisture, or dryness. 


2+ And it is low in cost. For equal lengths of equal 
strength, we haven’t found anything that costs less 
than steel. 


3 - Youcan pull high tension with steel strapping, and 
it holds without stretching. This tension is what binds 
your load together, or reinforces your package. 


4- Signode steel strapping is a quality product, 
carefully made and constantly improved to do its 
job better. It is available from Signode in a wide 
range of sizes. 


5 - Because it is well made, Signode steel strapping 
is smooth, pleasant and safe to handle. 


6- It is firm and straight, easy to put on square, 
without kinks, twists, or tangles. 


° ° °) 
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New free Steel Strapping Calculator helps you buy steel strapping {% Ti, i tear H ul at 1 
at least cost according to your needs, and shows new strength = et Se ‘tom 2 ati eel id i 
figures for Signode steel strapping. Let us send you one. secret Peer ere ‘Kj i t | 
ol! Anat wereen dhe SIGNODE STEEL STRAPPING aaa Sao a a F, 


First in steel strapping 


Purchasing Week 


7+ It is flexible enough to loop easily around a 
package or bundle and to pull tight around corners. 


8+ It is joined by a visible, inspectable mechanical 
seal that is dependable in spite of dirt, moisture, 
or oil. This seal can show your trademark in colors. 


9+ It cannot be slipped on and off your package, 
bundle or bale... prevents pilferage. 


10+ It can be applied at any desired speed, with- 
out waste, with fast Signode hand tools, power 
tools, and automatic machines. 


11+ Signode men train your operators, keep 
Signode tools in good order, suggest ways to reduce 
your cost and improve your results. Signode has 
specialized in steel strapping for over 45 years. 


12 - There are three Signode manufacturing plants, 
each with its own sources of steel, to assure you 
of the steel strapping you need, even in times of 
shortage. 


2670 N. Western Avenue, Chicago 47, Illinois 


SIGNODE STEEL STRAPPING CO. 


Offices Coast to Coast. Foreign Subsidiaries and Distributors World-Wide 
In Canada: Canadian Steel Strapping Co., Ltd., Montreal « Toronto 
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CONTROL AT UNITED 


“Moore forms help us 


complete reservations 


5 times faster” 


United Air Lines’ automated reservation system has 
given the company tighter control of space on its Main- 
liner flights. The chances of over- or under-selling 
seats have been reduced; waiting list passengers get 
seats more often; there are fewer expensive “no shows.” 
Other benefits to United include end-of-day statements 
of bookings, and more accurate and up-to-date sum- 
maries for analysis. 


The System is built around a network linking all ticket 
agents with a single electronic computer in Denver. 
Booking information for round-trip or stop-over flights 
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Build control with 


M.L. Perry, Director of Reservations, United Air Lines 


is sent manually by teletypewriter from the booking 
office to. Denver. This comes out as punched tape, 
coded to produce a punched card for each airport on 
the passenger’s route. The cards are fed into the com- 
puter, which accepts the information and issues a status 
message further confirming the reservation. A new tape 
is made from the cards, which are then used for statis- 
tical reports to management. 


Confirmation is sent, using the second tape, and 
printed automatically by teletypewriters in the down- 
line offices on a card. In the past, the facts were tran- 
scribed by hand. Machine printing has cut out this 
bottleneck. Personnel morale is better now that this 
boring job is gone. The chances for error are reduced. 
The cards are continuous forms, specially designed by 
Moore. They are United’s control in print. 


“The Moore man’s advice on systems paperwork helped 
us a great deal when we set this system up,” said M. L. 
Perry, Director of Reservations at United Air Lines. 
To find out how the Moore man can help you get the 
control your business needs, whatever its size, write 
the nearest Moore office. 


Moore Business Forms, INc., Niagara Falls, N. Y.; Denton, Texas; 
Emeryville, Calif. Over 300 offices and factories 

throughout the U.S., Canada, Mexico, Cuba, Carib- 

bean and Central America. 


MOORE BUSINESS FORMS 


